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MICHIGAN SAFETY 
FURNAC E PIPE Ready be 
to Connect. 








MICHIGAN SAFETY 
FURNACE PIPE Locked, 
Making Air Tight Joint. 











is positively SAFE 


THE SAFETY FEATURES OF THIS PIPE ARE: 


The air chamber between the inner and outer pipe, which 
is always maintained by a perforated spacing collar. 


The shortness of the joints enables the most crooked stack 
to be made without cutting and thus the safety features 
are not destroyed. 


Every joint and piece embraces and fits into the others so 
that a completed stack is as smooth and straight as the 
bore of a gun. See figure at the left. 


It is made from the best bright tin plate by special ma- 
chinery and without rivets or solder. 


MICHIGAN SAFETY FURNACE PIPE 


MAKES WORK EASIER AND PROFITS LARGER 


Drop a postal for our catalog and prices 


MICHIGAN SAFETY FURNACE PIPE COMPANY 


HN3=-15 East Fort Street, Detroit, Michigan 





































ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, 96 and 97 
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+- The All-Steel Body of 








THE IMPERIAL 


WARM AIR FURNACE 


is rolled from a single steel plate and securely fastened 
by a single row of rivets. The top and bottom are also 
formed from single steel plates and riveted to the cylin- 
der, forming a boiler without any opening or cast iron 
connections. 


The All-Steel Body of IMPERIAL WARM AIR 
FURNACES has less riveted joints than any other steel 
warm air heater. Its heavy construction allows a greater 
heat to be generated without damaging the IMPERIAL 
WARM AIR FURNACE. Its All-Steel construction 
also causes it to radiate heat better than either cast or 
wrought iron warm air heaters. 


Absolutely gas and dust tight. 
No asbestos packing used. 
Furnished either with or without hot blast draft. 


Dealers all over the country are selling more All-Steel 
warm air heaters every day. The reason for this is that 
the superior All-Steel construction of warm air heaters 
is rapidly becoming known to the public. Our illus- 
trated circular will convince you of the excellence of 


IMPERIAL ALL-STEEL WARM AIR FURNACES. 





MARSHALLTOWN, IOWA 


Write today for complete information and new illustrated printed matter. 


IMPERIAL FURNACE COMPANY 




















Nesbit All-Cast Heater, 5000 
Cone grate construc- 
tion. Saves the Fuel. 








We handle the largest variety of strictly high-grade warm- 
air heaters offered by any manufacturing or jobbing concern 
in the United States. 


Here are four of the different styles—there are seven 
others, in all the different sizes. 

We are manufacturers of the Nesbit All-Cast Heaters— 
Western Distributors for the Weir All-Steel Heaters. Larg- 
est distributors west of the Mississippi River of everything 
in furnace supplies. 


We furnish advertising for our dealers—Make estimates 
and quotations on request. 


“HANDY” Pipe and Fittings 
“ROCK ISLAND” and 


Heater. 


es REGISTERS 


Write tor catalogue and information blank. 


411-413 So. 10th St., Omaha, Nebraska 





weranseed “WALWORTH” peestes crave 


Gas and Soot ity, Single 


Serre Warm-Air wasn Aes 


Heaters That Make F Sande For You 





Nesbit All -Cast Heater, 
1000 Series. Triangular 
revolving grate bars, easily 
removed. 


a. St QAR tise 


D STANDARD FURNACE & SUPPLY CO. P= 




















ESTABLISHED 1880 
Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 
ing Interests 
PuBLisHED Every SATURDAY 





Address all communications and 
remittances to 


DANIEL STERN 


Publisher and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 


TERMS OF SUBSCRIPTION IN THE UNITED STATES AND ITs Possessions (Invariably in Advance) ONE YEAR PosTAGE Pap $2.00 
FoREIGN COUNTRIES ONE YEAR PostaGE Paip $4.00 CANADA ONE YEAR PosTAGE Palp $3.00 


Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1879 





OurR ANNUAL REVIEW of the Warm Air Heater 
3usiness is published on pages 49 to 82 of this issue of 
AMERICAN ARTISAN. 


Warm Air i . : 
For many years this review has been 


Heating 
Making Big regarded as one of the most important 


Strides factors in the development of Warm 

Forward. Air Heating, and many manufacturers 
as well as installers are preserving the particular issue 
in which the review appears because they regard it as 
a valuable textbook, giving as it does a complete 
resumé of the conditions and progress during the past 
year. 

There is no question that Warm Air Heating as a 
whole has made material progress in 1916, a matter 
which, of course, is of considerable gratification to 
those who are interested—from the manufacturer 
through the installer to the consumer—for it goes 
without saying that the consumer in the last analysis 
is the one who decides upon the prosperity of both 
manufacturers and installers. 

From the multitude of letters which have come to 
AMERICAN ARTISAN from manufacturers and in- 
stallers this fact stands out that there is a steadily 
growing appreciation—and action upon same—of the 
importance of proper installation. One way in which 
this appreciation has show# itself is in the action 
taken by installers in various cities to have ordi- 
nances enacted and enforced by the proper authori- 
ties regulating the installation of Warm Air Heating 
Apparatus. It is being recognized that poor installa- 
tions, such as for instance those done in contracting 
work for real estate speculators, result in serious in- 
jury to the entire Warm Air Heating Field. 

Another important factor in this progress is the 
educational campaign which is being conducted by 
many manufacturers among their retail distributors 
in the matter of showing them how to plan, lay out 
and install a Warm Air Heating Plant of the proper 
size and in the proper manner. 

In this connection much credit is due to the work 
which is now being done by the National Warm Air 
Heating and Ventilating Association in its nation- 
wide campaign of advertising through which the 
merits of properly installed Warm Air Heating Ap- 
paratus of the right size are brought to the atten- 
tion of the home owners and builders in a very strik- 
ing and effective manner. 

Incidentally, it is worthy of note that in every case 
where a retail installer has reported that he is co- 
operating actively with the National Advertising Cam- 
paign by means of local advertisements, paid for by 
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$2.00 Per Year. 


himself, he is also reporting a material gain in his 
business and profits and in the class of Warm Air 
Heaters sold: The fact that the consumer is brought 
to recognize the necessity for having apparatus of the 
right size properly installed in order to render satis- 
factory service materially aids in the sale of better 
grades of Warm Air Heaters. 

It is with considerable gratification that AMERICAN 
ARTISAN has received a large number of commenda- 
tory letters from officials, manufacturers and install- 
ers in this field in which they show their approval of 
our efforts and endeavors and also their recognition 
of this publication as the premier exponent of Warm 
Air Heating. 

The part in the work which AMERICAN ARTISAN 
has had in bringing warm air heating to a higher de- 
gree of satisfaction, among home owners, and of 
profits to manufacturers and installers has been done 
with the single object in view that Warm Air Heat- 
ing might assume the position which by right it ought 
to occupy—as the most healthful means of heating 
and ventilating private and business buildings as well 
and we shall continue, as we 








as public structures 
have done in the past, to cooperate with manufactur- 
ers and installers in every way possible to hold forth 
the standard of Warm Air Heating. 








AQ SHEET METAL contractor who has been in busi- 
ness in Chicago more than twenty years visited the 
The General Offices of AMERICAN ARTISAN a few days 
Contractor ago. Among the matters that were 
Serves No Use=hrought up during his visit was the 
ful Purpose. trouble which the average sheet metal 
contractor—as indeed any real building trade con- 
tractor—has when he deals with the class of men 
who for want of a better term are called “general con- 
tractors.” 

In Chicago, as well as in most of the other large 
cities, the “general contractor” occupies a position as 
a distributor of specific building contracts. He secures 
a “general” contract through the architect or the owner 
of the building which is to be constructed. On this 
contract are specified the various items of specia! 
work, such as carpentry, sheet metal work, brick lay- 
ing, plastering, painting, etc. The specifications say 
how each class of work must be done and the grade 
of material is also indicated in a more or less definite 
way. 

When the architect calls for bids the “general con- 
tractor” obtains from his friends in the various trades 
figures on the carpentry, sheet metal, brick masons’, 
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stone masons’, plasterers’ and painters’ work. He adds 
these together and adds a good round figure to cover 
overhead expense and profit for himself. 

When the contract is awarded it happens very often 
that instead of taking the figures submitted to him by 
the various contractors and on which his own general 
bid was based, he peddles the sub-contract, for in- 
stance, for the sheet metal work, around and is thereby 
often enabled to secure the work done at a consider- 
ably lower figure than the one on which his general 
contract was based. 

If this were the only effect of this mode of pro- 
cedure the only person who would have any cause for 
complaint would be the sheet metal contractor or any 
of the other sub-contractors. But the actual facts of 
the case are that because of this peddling of sub-con- 
tracts and the cut price competition which is encour- 
aged and fostered by the “general contractor,” in a 
great many cases the work performed by the sub- 
contractor is of a much lower grade and the material 
furnished of a much lower quality than the specifica- 
tions called for, and in many instances this is not dis- 
covered until too late for the owner of the building 
to seek redress against anyone. 

The “general contractor” as a matter of fact does 
not serve any useful purpose. On the contrary, the 
fact that he is allowed to interpose himself or impose 
himself upon any job, in the great majority of cases 
means an increase in the cost of the building coupled 
with less satisfactory work in many particulars. 

It is true that it is easier for the owner or his rep- 
resentative, the architect, to deal with one man, the 
“general contractor,” than to have to oversee and do 
business with a dozen or more special contractors. At 
least they say that this is the case, but when it comes 
to the point in actual practice it does not work out that 
way, because the architect does do business with the 
sub-contractor ; he does inspect and supervise the work 
of each sub-contractor, and the supervision would be 
far better and more efficient if instead of relying 
partly upon the general contractor he would have to 
take the entire responsibility, as would be the case 
when he dealt direct with the special contractor. 








IN ASKING the question, “Do you run a one man 
store?” we are not interested in knowing whether you 
have one or a dozen men employed in 
Do You Run your store, but rather whether the busi- 
a One Man " 

Store? ESS is so conducted by you that the en- 
tire management and all its details of 

your business are looked after by yourself. 

The retail hardware dealer who believes that unless 
he has his “finger in the pie” as to every little detail, 
things will not be done right is lacking in executive 
ability and will never make his business as prosperous 
and enduring as it might otherwise become, for the 
simple reason that the man is not born who can give 
the proper attention to all the minute questions that 
come up in a retail hardware store—or in any business 
—and at the same time keep his mental faculties in 
suitable condition to render decisions on matters of 
real importance. 

The truly efficient executive is not the man who re- 
quires that every little matter be brought to his atten- 


tion for decision, but the man who can either find or 
develop and keep men who when responsibility is 
placed upon them will take care of the particular part 
of the work of which they have been placed in charge. 

For instance, it may be perfectly proper for the 
owner of a small retail hardware store to attend to 
all his buying, but if he is the right sort of a man he 
will make a point of having the assistant with him who 
takes care of the particular stock and thus educate this 
assistant in the science of efficient buying, so that when 
his business has grown to such importance that it is 
impossible for him, by the limitation of time, to give 
his attention to all the buying, he may unload at least 
a part of this work on the shoulders of the respective 
person and be reasonably certain that this person will 
do the work in the proper manner, coming to him only 
for decisions of more than ordinary importance. 

The retail hardware dealer who feels that his store 
will not be properly swept out unless he is present to 
supervise the sweeping needs a course in managerial 
efficiency, as does also the retail hardware dealer who 
thinks that unless he is on hand to decide whether a 
certain stock should be dusted and possibly moved into 
another shelf it will not be done right. 

The truly efficient manager of a retail hardware 
store divides the work among his employes and holds 
each employe responsible for the proper performance 
of his particular work. 

Such a manager finds it possible to take a vacation 
and go away for an occasional fishing or hunting trip 
for a couple of days, without having the constant fear 
that while he is absent “something is bound to go 
wrong.” , 

Incidentally also, that is the kind of retail hardware 
dealer who becomes successful and in spite of his large 
business interests finds it profitable to give time and 
money toward improving local conditions as well as 
toward helping other retail hardware dealers to be- 
come more efficient—sucl as we have many instances 
of in the various organizations of the retail hardware 
trade, for it is the successful retail hardware dealer 
who is building up the local, state and national or- 
ganizations of the trade. 








Ir IS ABSOLUTELY necessary for dealers and install- 
ers of warm air heating apparatus to revise their sell- 
ing prices, owing to the higher cost of 
manufacture, which is due to greatly in- 
creased prices paid for both raw mate- 
rial and labor. 

In one way this condition may be made use of to 
good advantage: Inasmuch as the selling figures 
must be higher, is there any good reason why they 
should not be raised so as to allow for more than the 
unfairly small profit which is now made by the aver- 
age installer on his investment? 

To say that such a step would make it more difficult 
to compete with other forms of heating systems 1s 
altogether begging the question, for the same underly- 
ing facts apply to the steam and hot water plants and 
much more so, because of the greater amount of 
heavy castings that are used for such installations: 
The price advances for these lines are greater than 
those in the warm air heating field, so that there wi! 


More Profit 
on Warm 
Air Heaters. 
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be a greater difference in the selling prices than there 
is now—and why not make the best use of the situa- 
tion? 

The progressive installer of warm air heating ap- 
paratus will always emphasize the greater healthful- 
ness and comfort which is obtained through the in- 
stallation in the proper manner of a well made warm 
air heater—as against any other form of heating— 
and he will top this incontrovertible fact off with this 
other important fact that a properly installed warm air 
heating apparatus costs less than any kind of steam, 
vapor or hot water heating system. 

Surely, the coming year should.be one of great 
prosperity for the progressive installers of warm air 
heaters, and may their number increase! 








NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 


RANDOM 








Congratulations are being extended on the occasion 
of the engagement of Miss Gertrude McMillan, the 
popular and talented daughter of Mr. and Mrs. Don 
McMillan, Chicago, to Newton M. Wagener, son of 
Mr. and Mrs. J. Macy Wagener, Kansas City, Mis- 


souri. 
x ok xk 


“Sometimes things don’t sound the same way to 
others as they do to you,” said “Louie” Kuehn, of the 
Milwaukee Corrugating Company, which is located in 
that German suburb some eighty miles north of Chi- 
cago, otherwise known as Milwaukee, and to illus- 
trate his point he told the following story: 

A man who had made a huge fortune was speaking 
a few words to a class at a business college. Of course 
the main theme of his address was himself. 

“All my success in life, all my financial prestige,” 
he said proudly, “I owe to one thing alone—pluck. 
Just take that for your motto—‘Pluck, pluck, pluck!’ ” 
He made an impressive pause here, but the effect was 
ruined by one student, who asked impressively: 

“Yes, sir, but please tell us how and whom did 
you pluck?” 
es 2 

While partaking of one of the excellent luncheons 
for which the Hardware Club of Chicago is justly 
famous, C. E. Shields, President of the Rock Island 
Manufacturing Company, Rock Island, Illinois, told 
one of his customers whom he was entertaining the 
following story: 

Two Irishmen enlisted in a British regiment in 
England. (An officer of the regiment, intending to 
impress the recruits with a proper idea of patriotism, 
asked Pat and Mike: 

“Why should a man fight and die for his king*” 

The two recruits looked at each other blankly for a 
minute, and then at the officer. Then Pat said: 

“Mike, the officer is right; why should he?” 

* * * 

Evidently I am mistaken in my idea that Louis 
Follet, President of the Standard Tin Plate Company, 
counted me among his best friends, for he didn’t send 
me an invitation to that fine banquet he gave the 
other night in the Smoky City. At any rate, my num-. 
ber on his list can’t be better than fifty-one, for there 
were fifty present. 


However, Mrs. Arnold says that this is nothing 
to worry about, as she knows that I couldn’t eat 
$100.00 worth in a month, to say nothing of doing it 
in a few hours. But I would ‘have liked to know how 
it felt to eat with gold forks and knives from gold 
plates, just to be able to say that I knew. 


* Ko OX 


Did you ever have to do with a man who was in 


the habit of picking flaws—‘finding fault” as the com- 
mon saying is? And did you ever succeed in inducing 
him to give his full, hearty approval to anything that 
any one else proposed? And did you ever know him 
to propose anything really helpful or constructive? 

The chronic “fault finder’ is about the most dis- 
agreeable and least useful person in the world that I 
can think of, for he kills enthusiasm, deadens am- 
bition and drives men away from organizations where 
they might be highly valuable, and still he may have 
his use—as well as the skunk. In my opinion they 
are about in the same class. But what useful purpose 
does either of them serve? 

* *« 

Of course, I am not saying that the following story 
which they tell of “Tom” Usher, the quiet and 
taciturn gentleman who is in charge of the Chicago 
territory of the Russell and Erwin Manufacturing 
Company, is true, but it was told to me by a man 
whose word [| have no reason to doubt: 

It seems that Tom took his wife’s umbrella to the 
repair shop and then went to a restaurant for lunch. 
His mind being on umbrellas, he picked up one be- 
longing to a lady next to him and was just leaving with 
it when the owner seized it and spoke her mind plainly, 
to the amusement of the onlookers. Going home that 
night our friend found himself opposite that same 
woman in an elevated railroad car, and with the re- 
paired and his own umbrella in his hand. She recog- 
nized him and remarked: ‘You’ve had a pretty good 
day.” 


* *x* * 

Many of us are inclined to self-pity and loss of 
energy to push ahead when things go against us— 
with the result that instead of fighting hard for suc- 
cess we make failure easy. 

The following bit of poetry by “E. O. J.” is worth 
while keeping in front of you at all times, for it fur- 
nishes the injunction which is most needed on such 


occasions: 

When despair’s sharp edge is near, 
Go to work. 

When your mind is racked with fear, 
Go to work. 

When you're brooding o’er the past, 

When the sky is overcast, 

Troubles coming thick and fast, 
Go to work. 


When you think you’ve reached the end, 
Go to work. 
When you haven’t e’en a friend, 
Go to work. 
When you can’t see light ahead, 
When your utmost hope has fled, 
Don’t lie moping on your bed. 
Go to work. 


Or, to speak in current phrase, 
Get a move. 

If you have no place to graze, 
Get busy. 

Take this pointer from me, pard, 

When you're feeling awful jarred, 

Up against it good and hard, 
Hump yourself. 
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UP TO THE MINUTE 
NEWS SIFTINGS 








SECURES PATENT FOR STOVE. 





Jafew S. Van Buren, Albany, New York, has se- 
cured United States patent rights, under number 
1,205,291, for a stove described herewith: 

In a stove, the combina- 
tion with a combustion cham- 
ber and a circulating chamber 
having a rear exit flue, of a 
quickly removable sectional 
combustion flue mounted be- 
tween the combustion chamber 
and the exit flue, said com- 
bustion flue being covered 
throughout its inner surface 
with refractory material, the 
upper section of the combus- 
tion flue being positioned in 
the circulating chamber and 
having a longitudinal opening 
positioned to permit of the 
passage of products of com- 

Pines , bustion in the direction oppo- 
& — site to the exit flue, the exit 
es \! opening being of less area 

a5 Me than the combustion flue open- 

ing, whereby smoke and gases 
may be retarded in their outward circulating passage and 


consumed prior to passage through the exit flue. 
- —o- — —— 


DETROIT VAPOR STOVE COMPANY WILL 
SOON HAVE FINELY EQUIPPED NEW 
FACTORY. 

















The Detroit Vapor Stove Company, Detroit, Mich- 
igan, are completing their excellently equipped new 
factory. The main building is 700 feet long. The 
most modern labor-saving devices will be employed in 
addition to equipment of the very latest type. When 
the new plant is running to its full capacity the daily 
output will be approximately 400 stoves and 400 
ovens. 





PATENTS COMBINED COAL AND GAS STOVE. 


Charles D. Carter, New York, and George F. Bibb, 
Troy, New York, assignors to The Floyd-Wells Com- 
pany, Royersford, Pennsylvania, have obtained United 
States patent rights, under number. 1,204,130, for a 
combined coal and gas stove described in the follow- 
ing : 

A stove of the order of a coal stove having an oven, 


an auxiliary compartment having communication there- 
with, a gas burner in said compartment, a vertically mov- 





























1,204,130 





fA og), 


able valve, the bottom of said oven being adapted to form 
a seat for said valve, an axially disposed hanger forming 
a support for said valve, and horizontally movable means 
oes on said hanger to give vertical movement to said 
valve. 





A STOVE IN A BUCKET. 





In Holland, where the working people are often at 
home for a little while at noon, they have the most 
thrifty arrangement of all—what might be called a 
portable stove, a stove in an iron bucket. When the 
children come home from school and the older people 
from work at noon, instead of lighting the kitchen 
fire one of the children takes the fire bucket and trots 
around the corner to the firewoman’s. The bucket is 
just large enough to hold a piece of burning peat 
or some live. coals, and a teakettle sits on top. The 
old woman who sells fire and hot water fills the bucket 
and kettle for a tiny sum, and the child goes home 
with just fire and water enough for the family dinner. 





COOKING STOVE PATENTED. 





Forest V. Detwiler, Chicago, Illinois, has obtained 
United States patent rights, under number 1,205,438, 
for a cooking stove, described in the following: 


A stove embodying a cooking top, an elevated oven adja- 
cent thereto, a burner beneath the said top, a flue leading 
from the burner to the lower part of the oven, a damper con- 

70 Co 


P27 AR: 
23 FO 

Llg 
ko 
oe 1,205,438 





trolling said flue, an outlet damper in said flue between the 
burner and said oven, and an operative connection between 
the dampers whereby the opening of one damper will close 
the other. 


~~ 
-oeo 


READ, THINK AND WORK COMBINE TO 
MAKE SUCCESS. 








My advice to every business man is to read a lot 
and think a lot and work a lot. If he will think and 
think and keep on thinking, and follow up his think- 
ing with work, he is certain to succeed. 

But he must not fail to think about people as well 
as things. He must understand human nature, as ! 
said at the start. And the best way to understand 
human nature is to be friendly toward people. Every- 
one has some good in him and the man that has that 
attitude toward people will find their good qualities, 
and it’s those qualities he wants to use in his business. 
—Henry. Ford. 
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THE WEEK’S HARDWARE 
RECORD 


‘ Of Interest to Manufacturer, Jobber and Dealer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 90 to 95 inclusive. 








CHICAGO RETAIL HARDWARE DEALERS AND 
THEIR LADIES WILL HAVE BANQUET 
WEDNESDAY, DECEMBER 6. 





The Chicago Retail Hardware Association will give 
a banquet to its members and their ladies on Wednes- 
day evening, December sixth, at the Hardware Club. 

This is the first affair of this kind in the history of 
the Association, and Fred Ruhling says that it will be 
an occasion that will be remembered for its pleasure 
and enjoyment. 

Every member is urged to be present with his “best” 
lady. No charge is to be made. Reservations should 
be sent to G. G. Engelhardt, Secretary, 1060 Milwau- 
kee Avenue, not later than Monday, December 4th. 





oo oe 


OKLAHOMA RETAIL HARDWARE DEALERS 
CONVENE AT OKLAHOMA CITY 
DECEMBER 5, 6 AND 7. 





The Fourteenth Annual Convention of the Okla- 
homa Hardware and Implement Association will be 
held at Oklahoma City, December 5, 6 and 7. Head- 
quarters will be at the Skirvin Hotel.’ 

Among the speakers will be Hugh McVey, Adver- 
tising Counselor of the Capper Publications, Topeka, 
Kansas, who will make a plea for a state organization 
to serve as a promotion bureau and clearing house for 
“Small Town Uplift Work in Oklahoma.” Mr. Mc- 
Vey is well known as a man of thoroughly practical 
ideas and a faculty for putting them into practice. He 
will be remembered as having originated the ‘“‘Hamp- 
ton Plan,” by which the merchants of Hampton, lowz, 
increased their business from 13 percent for the small- 
est gain to 30 percent for the largest in four months. 





CLEVELAND RETAIL HARDWARE DEALERS 
LEAD IN MOVEMENT AGAINST TRADING 
STAMPS AND PREMIUMS. 


The Cleveland, Ohio, Retail Hardware Association 
held its regular monthly meeting recently at the Cleve- 
land Athletic Club, where a buffet luncheon was 
served to the members. The matters discussed dur- 
ing the meeting were trading stamps and premiums. 
An organized movement against this method of con- 
ducting business is being carried on by the Retailers’ 
Council of Ohio, which is composed of retail dealers 
in various lines. This council is an outgrowth of a 
movement inaugurated by the Cleveland Retail Hard- 
ware Association and has extended to all parts of the 
state. 





IOWA RETAIL HARDWARE MUTUAL FIRE 
INSURANCE DIVIDEND RAISED TO 
40 PER CENT. 





At the recent meeting of the Board of Directors of 
the lowa Retail Hardware Mutual Insurance Com- 
pany, held at Mason City, it was decided that the 
Company had arrived at a condition of prosperity 
where it would be safe to increase the annual dividend 
paid to policy holders from 33% to 40 percent. 





ASSOCIATED ADVERTISING CLUBS ARE TO 
REPORT ON ACTUAL BUSINESS 
CONDITIONS OF 1916. 





The Associated Advertising Clubs of the World 
undertook a nation-wide investigation of the state of 
business in 1915, and another such research is now in 
progress, which, however, is much wider in scope. 

Already, more cities have agreed to participate, as 
this is written, than were reported on last year, and 
the committee in charge confidently expects the report 
will be an index to consumer demand such as has not 
been issued before. 

The report will show the condition of sales, adver- 
tising, stocks, profits and outstanding accounts for 
November of this year as compared with November 
of last year, and the figures, this year, will be com- 
pared with other previous reports. 

The five questions, which will be asked of leading 
hardware dealers, grocers, druggists, department store 
owners, clothiers, and jewelers in all parts of the coun- 
try, are: — 

1—Sales: What is the percentage of increase or 
decrease in your total volume of sales for November, 





1916, as compared with November, 1915? 

2—Advertising: What is the percentage of increase 
or decrease in your advertising expenditure for No- 
vember, 1916, as compared with November, 1915? 

3—Stock: What is the percentage of increase or 
decrease in your volume of stock on hand in Novem- 
ber, 1916, as compared with November, 1915? 

4—Profit: What is the percentage of increase or 
decrease in your net profit for November, 1916, as 
compared with November, 1915? 

5—Accounts: What percentage of all money in 
accounts on your books October 31, 1916, was col- 
lected during November? 

These five questions are all important ones, and 
as an ordinary matter of business procedure, it will be 
to the advantage of every retail hardware dealer to 
work out the correct answer to each one even if he 
might not be willing to submit his figures to the com- 
mittee, and there seems to us no good reason why he 
should refuse to submit these figures. 











SEND FOR THESE NEW PRICE CARDS FOR 
DISSTON HANDSAWS. 





The general advances in manufacturers’ prices on 
tools and other hardware items have necessitated a 
repricing of the retail hardware dealer’s stock which 
must be done immediately in order to cover his in- 
creased costs. To neglect to reprice his stock means 
a material loss to the dealer, and it is nothing more 
or less than a fundamental business principle that he 
should put the advanced prices into effect as soon as 
he learns of the manufacturers’ raises. The makers 
of Disston Handsaws, realizing that repricing is an 
arduous task, in some lines at least, are offering new 
price cards to the retailer as an assistance in fixing 
‘ the new prices for the various types of these saws in 
stock. The cards list the different styles and sizes of 
Disston Handsaws, together with the prices suggested 
for re-sale to customers. For territory east of 
Denver, the Eastern schedule prevails, while for the 
Western country, a Western schedule is furnished, 
showing slightly higher prices. Either of these price 
cards, which are eyeletted for convenient use and 
which will no doubt prove a great aid to the retailer, 
can be obtained by addressing Henry Disston and 
Sons, Incorporated, Department AA, Philadelphia. 
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NEW TYPE OF COMBINATION PAIL AND MOP 
WRINGER. 








The Christensen Double Cone Mop Wringer and 
Pail which has recently been placed on the market by 
the H. Christensen Company, Fort Atkinson, Wiscon- 
sin, is said to solve one of the disagreeable problems 
of the housewife’s work, because by its use it is no 
longer necessary to handle the dirty, wet mop, nor 
to bend over to wring it out, all that is necessary be- 
ing to turn the mop handle while the mop itself rests 
in the wringer which is attached to a galvanized pail. 
Another advantage claimed by the manufacturers is 
that the water may be as hot and the cleaning solution 
as strong as desired. Two sizes are made, one for 
household use and another for hotels, apartment build- 
ings, etc. Further information can be obtained from 
the H. Christensen Company, Fort Atkinson, Wis- 
consin. 





GOOD POLICY TO PLACE YOUR LAWN 
MOWER ORDERS NOW. 





In the consideration of next year’s lawn mower 
business, the factor looms up that they may be hard 
to get in the spring because of the great scarcity of 
metals. Deliveries of all classes of raw materials are 
said to take from three to sixteen months—hence it 
is advisable to place orders without delay. The Penn- 
sylvania Lawn Mower Works, who have been urging 
retailers to make this move as soon as possible, state 
that their suggestions towards this end have met with 
a quick response, putting on their books the largest 
volume of business they have ever had so early in 
the season. The advantage of this action, they point 
out, is that if they are not disappointed in securing 
supplies of materials and mechanics, their distributors 


AMERICAN ARTISAN AND HARDWARE RECORD December 2, 1916. 


will have large stocks early in 1917 and can protect 
those who place their orders promptly. Further in- 
formation, together with full details of the Pennsyl- 
vania Quality Lawn Mowers, can be obtained by ad- 
dressing the Pennsylvania Lawn Mower Works, 
Philadelphia. 
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WRITE FOR THIS CATALOG*OF GUNS AND 
AMMUNITION. 





The repeating and single shot rifles and shotguns, 
and the many kinds of ammunition manufactured by 
the Winchester Repeating Arms Company, which 
rounds out half a century of activity in this line, are 
illustrated, described and priced in theit Catalog and 
Price List. These products, it is declared, are justly 
celebrated for their reliability and superiority, over 
six million Winchester guns having been sold during 
the fifty years they have been on the market. With 
such a reputation and a demand for their guns and 
ammunition firmly established, the manufacturers are 
striving to maintain them by exercising great care in 
the selection of materials used and by employing mod- 
ern methods and machinery. They are said to have 
the services of the leading experts in gun and am- 
munition making, and expend annually a large sum 
of money in experimental work and in perfecting new 
types of guns and ammunition. By means of this 
experimental work and an exacting system of tests 
and inspections embracing every stage of manufac- 
ture, from the materials in their rough state to the 
finished product, the Company are enabled to keep 
their products thoroughly modern in every way and 
up to a high degree of perfection. Copies of this 
Catalog and Price List will be sent to retail hardware 
dealers upon request, by the Winchester Repeating 
Arms Company, New Haven, Connecticut. 
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If a man will devote as much time to boosting as he 
does to puncturing holes in the other fellow’s business, 
he will acquire wealth faster. 

TT 
OBITUARY. 








Richard Frederick Clark 
Richard Frederick Clark, the head of R. F. Clark 
& Company, Chicago, manufacturers of husking pins 
and gloves, died Sunday, November 26th, at his for- 
mer home in Ogdensburg, New York, where he had 
gone for a visit some weeks ago. Mr. Clark had been 
a citizen of Chicago for many years, his residence 
being at 1339 East Fiftieth Street. He was a mem- 
ber of the Hardware Club of Chicago. His widow, 
two daughters, Mrs. A. F. Littlefield and Olivia Clark, 
and a son, Edwin Clark, survive. He was a man of 
quiet tastes, but had many friends, both in business 
circles and socially. 
Mrs. Martin M. Walsh 
The many friends of Martin M. Walsh, son of T. 
P. Walsh, the well known sheet metal contractor at 
San Antonio, Texas, will sympathize with him and 
his children in their loss of a loving wife and mother. 
She died recently at her home in San Antonio. 
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Full Knowledge of Salient Points of Stock 


Increases Profits in Hardware Stores 


By Wi.i1am T. Gorm ey, of the Bullard and Gormley Company, Chicago, Illinois. 








There are three classes of retail hardware dealers. 
The first is composed of those who are actually 
sition pushing their business. 

The second consists of 
those whom their business 
is pushing. 

In the third are those 
who are neither pushing 
nor being pushed. 

Those in the first class 
are the only dealers who 
can be justly classed as 
“merchants” and who will 
make more than a mere 





William T. Gormley. 
living from their business. 
The men in this class are always on the lookout 


for new lines and novelties in the old lines. They 
are ready for the demand when it comes and they 
help to stimulate and focus the demand upon their 
store. 

It goes without saying, however, that no hardware 
dealer can afford to put in stock every new article 
or line that is being brought out and advertised to the 
consumer by the manufacturer, but the progressive, 
pushing merchant makes his choice of the various 
new lines and as soon as the new article arrives and is 
put in stock he makes it a point to let his people 
know about it. 

Incidentally, of course, he doesn't leave it to chance 
whether his employes are informed about the special 
features of the novelty, but he drills them, so that 
they will know how to “demonstrate” these special 
features and emphasize the enjoyment, added com- 
fort, better work, greater ease that comes to the 
owner from the use of the new article, when oppor- 
tunity’ offers. 

This is really one of the important points in the 
matter of making a retail hardware store a profitable 
enterprise: The owner must so arrange his work and 
that of his employes that he can give considerable 
time to the training of them for selling purposes. To 
allow the salespeople to “pick up” the salient selling 
arguments without any guidance simply results in 
poor salesmanship and consequent loss of sales, and 
as profits can only be realized from sales, there comes 
an actual loss of profits, as well. 

So as a matter of pure self-interest, the retail 
hardware dealer can well afford and owes it to him- 
self, to make certain that his employes know all about 
the various new articles that he puts in stock—and 
for that matter, also about the staple lines, for many 
a sale fails to materialize because of the salesperson’s 
ignorance of what some would call very simple facts 
about the particular article that the customer may 
really want but about some specific points of which 


he wishes more definite information before making 
the purchase. 

For instance, why should a woman be asked to pay 
25 cents for a paring knife, when she can buy one 
for 10 cents that looks just as sharp as the 25-cent 
knife? Chances are that she won’t pay the higher 
price unless the “man behind the counter” can ex- 
plain to her in a satisfactory manner the difference 
between the two. 

To say that it is “better” or that it will last longer 
doesn’t mean anything. The only way that the price 
difference can be efficiently explained is by showing 
the customer that there is a real, an important dif- 
ference in the materials of which the two are made, 
a difference that she can be convinced will result in 
better or easier work. Such an explanation is a real 
service and that is what she pays for when she 
patronizes a retail hardware store. She doesn’t expect 
to receive service or knowledge of that sort in a Five 
and Ten Cent Store or a department store. 

Right at this point let me emphasize this fact that 
this knowledge of the stock, this ability to demon- 
strate to customers the important—and unimportant 
—features of the various articles is one of the great 
advantages which the well conducted retail hardware 
store possesses over all the other stores that sell hard- 
ware, and it is of the utmost importance that the 
owner or manager of the hardware store has his 
salespeople thoroughly posted in order that this ad- 
vantage may be maintained. A girl in a hardware 
department of one of the big department stores or a 
Five and Ten Cent store is usually nothing more or 
less than an “order taker,” but the salesperson in a 
retail hardware store must be a “creator of sales,” 
and thorough knowledge is vital for this purpose. It 
is up to the owner to impart this knowledge to his 


Chicago, November 27, 19106. 
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MAN SHOWS WHAT HE IS. 





A man passes for what he is worth. What he is 


‘ engraves itself on his face, on his form, on his fea- 


Concealment avails him 
Men know not why they 


If you 


tures, in letters of light. 
nothing; boasting nothing. 
do not trust him; but they do not trust him. 
would not be known to do anything, never do it. A 
man may play the fool in the drifts of a desert, but 
every grain of sand shall seem to see. He may be a 
solitary eater, but he cannot keep his foolish counsel. 
A broken complexion, a swinish look, ungenerous 
acts, and the want of due kncwledge—all blab.— 


Emerson. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








OIL PAINTING PROVIDES GOOD SETTING 
FOR WINDOW DISPLAY OF CHRISTMAS 
GIFTS. 


A novel window display of Christmas toys and 
practical gifts for youngsters, which received Honor- 
able Mention in AMERICAN ARTISAN AND HARDWARE 
Recorp Window Display Competition, is shown in the 
accompanying illustration. It was arranged by C. E. 





Around the oval shaped platform a track was laid, 
running through tunnels at either side, using 28 feet 
of track in all. A bridge constructed of an Erector 
set was placed directly in front of the stream in the 
painting, making it appear as though the structure 
were crossing the water at this point. Running over 
the track is an electrically-driven engine with train 
of cars, a circuit of the track being made every third 
of a minute. 








Window Display of Christmas Gifts Awarded Honorable 
Window Display Competiticn. 


Rouse for P. F. Bubb, Sixth and Cherokee Streets, 
Leavenworth, Kansas. 

The window is 5% by 13 feet in size; the back- 
ground canvas 7 feet high and 13 feet wide, with 
side wing frames 5% by 7 feet. The framework on 
which display is placed was made from 1 by 4-inch 
strips and stands 14 inches above the floor. The sup- 
plementary side-wings stand 12 inches in front of 
the background, and the display base front line is 
three feet from the background canvas. 

The background scene was painted in oil by the 
window trimmer and five different ground colors were 
used. The snow scene in the background was 
sprinkled with diamond dust to give it the glistening 
effect. 


Mention 
Arranged by C. E. Rouse for P. F. Bubb, Leavenworth, Kansas. 
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In the foreground of the platform is painted a 
canvas to simulate two immense viaducts over which 
the train passes. 

On the platform have been placed the different 
kinds of Christmas toys and practical gifts carried by 
the average hardware store, such as trains, Erector 
sets, friction and electrical toys and motors; while 
on the floor of the window are rifles, shotguns, tool 
chests, single tools, skates, etc. 

The large oil painting naturally proved to be a 
great attraction and was quite effective as it provided 
such a realistic setting for the display of the toy en- 
gines and trains and the bridge. It is a clever and 
novel arrangement of this kind that attracts even the 
calloused passer-by. 
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CHRISTMAS GIFTS FOR THE HOME SHOWN 
IN NEAT, SIMPLE WINDOW DISPLAY. 


The illustration herewith shows a well arranged 
and simple window display of Christmas Gifts for the 
home that was awarded Honorable Mention in 
AMERICAN ARTISAN AND HARDWARE REcorp Window 
Display Competition. It was arranged by George 
Bartel for the Magee Hardware Company, Win- 
chester, Indiana. 

The background and sidewall were made of white 
composition board and had several paper bells sus- 
pended from the top, while two advertising cards and 
two wreaths were attached beneath. Naturally the 


chief attraction was the fireplace, formed of  brick- 
J. a j oe 

faced metal siding, painted red, with the mortar 

This fireplace had an appreciable 


joints in white. 





Window Display of Christmas Gifts Awarded Honorable Mention 
Arranged by George Bartel for the Magee Hardware Company, Winchester, Indiana. 


Window Display Competition. 


depth and on the mantelpiece were shown two styles 
of chafing dishes and two percolators, with a card in 
the center reading, “Merry Xmas To All.” [‘rom the 
edge hung several pairs of stockings, and in the fire- 
place the trimmer. installed an asbestos back gas 
burner which was kept in operation both during the 
day and evening and added greatly to the attractive- 
ness of the window display. 

Extending out in front and to the sides of the fire- 
place was another sheet of metal siding painted to 
represent floor tile, and on this were displayed a 
handsaw, hacksaw, hammers, electric lamp, level, tool 
chest, sled, skates, air rifle, etc. The remainder of 
the floor of the window was covered with white crepe 
paper, this being overlaid with fine clippings of the 
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same paper and the entire mass sprinkled with ground 
mica to resemble snow. Neatly arranged on this 
were percolators, casseroles, electric irons, carving 
sets, carpet sweeper, serving trays, salt and pepper 
sets, tea and coffee pots, manicure sets and sewing 
sets. 

This window display exerted a great appeal mainly 
through its neatness and simplicity, which enabled the 
onlooker to view the various items without any pos- 
sibility of confusion. It also tends to prove that an 
effective window display need not necessarily display 
a great range or a great number of articles. 





CLOSING DATE OF WINDOW DISPLAY 
COMPETITION IS FAST APPROACHING. 





There is very little time left for those who intend to 
participate in the Window Display Competition being 
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conducted by AMERICAN ARTISAN AND HARDWARE 
Record. Contestants should, therefore, send in photo- 


graphs and descriptions of their window displays 
without delay. 

Aside from consideration of the cash prizes amount- 
ing to $100.00, which will be awarded for the four 
most excellent specimens of hardware window dis- 
plays, every retail hardware dealer owes it to himself 
to see how the character and attractiveness of the 
window displays representing his store compare with 
those arranged for other dealers throughout the coun- 
try. The only way he can do this is to engage in a 
window display contest of a national scope, and in 
this respect the AMERICAN ARTISAN AND HARDWARE 


Record Window Disp!ay Competition, drawing, as it 
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does, entrants from all parts of the country, may well 
be considered a “clearing house” of ideas for the art 
of window displaying of hardware. This great serv- 
ice and aid to every participant is made possible by 
the publication, each week as a regular feature, of the 
illustrations and descriptions of prize-winning arrange- 
ments and those receiving Honorable Mentions. The 
window displays thus featured furnish both the sug- 
gestions and the incentive for the preparation of sales- 
producing window displays, and hence the advantages 
of participating in this Competition cannot be too 
strongly emphasized. 

The time, expense and energy required in arranging 
a good window display are without question amply 
compensated for by the increased inquiries and sales 
resulting therefrom; and you who have entire con- 
fidence in your ability as regards the creation of 
novel, effective arrangements, will find many new 
ideas that others of your caliber in different sections 
of the country have developed, and which you may 
advantageously adapt to your own needs. 

sear in mind that only a short time remains— 
in other words, have the photographs and descrip- 
tions of your window display prepared as soon .as 
possible and mail them so as to reach AMERICAN 
ARTISAN AND HARDWARE REcorD with the least pos- 
sible delay. You may enter as many window dis- 
plays as you desire of any line of hardware or related 
items, such as general hardware, builders’ hardware, 
tools of all sorts, cutlery, sporting goods, hunting 
equipment, automobile accessories, electrical supplies, 
house furnishings, toys, plated ware, enameled ware, 
glass ware, stoves, ranges, warm air heaters, sheet 
metal, etc. Details of the award of prizes and condi- 
tions of the Competition are given herewith: 

Award of Prizes. 

The prizes will be awarded as follows: 

First prize, $50.00 in cash, for the best photograph 
and description received of window display of hard- 
ware and kindred lines. 

Second prize, $25.00 in cash, for the photograph and 
description second in excellence. 

Third prize, $15.00 in cash, for the photograph and 
description third in excellence. 

Fourth prize, $10.00 in cash, for the photograph and 
description fourth in excellence. — 

Conditions of Competition. 

The conditions of the competition are as follows: 

The photographs must be accompanied by descrip- 
tions of how the window displays were arranged and 
the materials used. These photographs and descrip- 
tions may be sent by mail or express, charges prepaid. 
and must reach this office not later than December 
15, 1916. Address all photographs and descriptions 
to AMERICAN ARTISAN AND HARDWARE REcorD Win- 
dow Display Competition, gto South Michigan Ave- 
nue, Chicago, Illinois. 

Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put upon a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many photo- 
graphs of displays as they please. 
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A Competition Committee of three will be ap- 
pointed ; one of them will be an expert window dresser 
and one an experienced hardware man. This Com- 
mittee will pass upon the merits of all photographs 
and descriptions received, without knowing the names 
or addresses of the senders, and will decide the win- 
ners of the Competition. 
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HIGH-POWERED JUMP TRAPS EQUIPPED 
WITH DOUBLE-FACED JAWS. 





About twenty years ago, the manufacturers of 
Oneida game traps became convinced of the possi- 
bilities in a line of jump traps, if rightly made, and 
they spent years in perfecting the details of such a 
type, finding it necessary to makg radical changes at 
several of the vital points. Since then, they state, 
the jump traps have pushed themselves into a -very 
healthful competition with the older patterns, from 





Oneida Double Grip Jump Trap. 


which they differ greatly in construction. The 
Oneida Jump Traps have the spring operating inside 
the jaw, with the bottom piece bent in the opposite 
direction, acting as a second spring. They are espe- 
cially advantageous because of their lightness, which 
means a great deal to trappers who must carry their 
traps long distances, and by their compactness, which 
enables the trapper to set them in smaller holes or 
runways or in more awkward places than can be done 
with many other types. Styles 91 and 91%, the latter 
of which is shown herewith, have the special feature 
of a double-faced jaw, providing a double grip and 
much greater holding power. This double jaw, the 
manufacturers state, takes a firm and sure grip so 


. high up on the leg of the animal that it cannot twist 


out. Further particulars of the jump traps and other 
Oneida game traps can be secured from the Oneida 


Community, Limited, Oneida, New York. 
oor 


TRADEMARK FOR TOOLS. 


The Williams Hardware Company, Clarksburg, 
West Virginia, has secured copyright on the trade- 
98,126 mark shown in 


CWI OD tenes 








illustration, un 
der number 9&8 
126. The Com- 
pany claims use since August 21, 1916, and the claim 
was filed September 20, 1916. The particular de- 
scription of goods is: Hatchets, axes, chisels, drawing 
knives, planes, hammers, saws, tool handles, auger: 
and auger bits, bit braces, pincers and pliers, wrenches, 
files, shovels, agricultural forks, hoes and rakes, pic! 
and mattocks. 
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DYNAMITE SERVES NOVEL PURPOSE FOR 
OWNER OF ESTATE. 


An item in a current issue of the Vertical Farming 
Magazine, devoted to the use of explosives for agri- 
cultural purposes, cites an interesting utilization of 
dynamite in a newly-acquired estate. The article, en- 
titled, “Shade Made to Order,” relates how the pur- 
chaser of this land was anxious to line a private 
avenue with maple trees, but was unwilling to wait 
years for young trees to grow and furnish the desired 
shade. Accordingly it was decided to set half-grown 
trees along the drive, and N. D. Rand, writer of the 
article, was commissioned to carry this into effect, 
which he did in the following manner: In August he 
went through the woods and selected fifty-three trees 
for transplanting, ranging from 25 to 35 feet in 
height, with a spread of 10 to 12 feet. The following 
month a trench was dug around each tree and packed 
tightly with straw. Holes for the trees on each ‘side 
of the avenue were then formed about eight feet in 
diameter and about four feet deep by firing charges of 
Red Cross Extra Dynamite. In January, after the 
giound had frozen, the straw was removed from the 
trenches, and the large balls of earth containing the 
trees were raised, carried to a boat and hauled to the 
desired location. Here they were transplanted in 
the same position as in nature, with the space around 
the ball of earth filled in with rich mellow soil for the 
development of the root fibres. While a rather novel 
procedure, the results are said to have been entirely 
satisfactory. Details of other operations showing 
the varied uses of explosives, can be secured from 
E. I. du Pont de Nemours and Company, Department 
12, Wilmington, Delaware. 


COMING RETAIL HARDWARE CONVENTIONS. 








In the following is given a list of the coming An- 
nual Conventions of Retail Hardware Associations 
which have been announced, their dates, and places 
of meeting, and the names and addresses of the re- 
spective Secretaries: 


Oklahoma Hardware and Implement Association, Okla- 
homa City, December 5, 6, 7, 1916. W. B. Porch, Secretary, 
Oklahoma City, Oklahoma. 

The Western Retail Implement, Vehicle and Hardware 
Association, Kansas City, Missouri, January 16, 17, 18, 1917. 
Headquarters, Coates House. H. J. Hodge, Secretary, Abi- 
lene, Kansas. 

Pacific Northwest Hardware and Implement Association, 
Spokane, January 17, 18, 19, 1917. E. E. Lucas, Secretary, 
Spokane, Washington. 

Missouri Retail Hardware Association and Mississippi 
Valley Implement Dealers’ Association, St. Louis Coliseum, 
St. Louis, January 28, 24, 25, 26, 1917. F. X Becherer, 
Secretary, 5136 North Broadway, St. Louis, Missouri. 

Mountain States Hardware and Implement Association, 
January 23, 24, 25, 1917. J. H. Jenkins, Secretary, Pueblo, 
Colorado. 

Texas Hardware and Implement Association, Dallas, 
Texas, January 24, 25, 26, 1917. B. H. Getz, Secretary, Fort 
Worth, Texas. 

Indiana Retail Hardware Association, Indianapolis, Jan- 
uary 30, 31, February 1, 1917. M. L. Corey, Secretary, Argos, 
Indiana. 

Nebraska Retail Hardware Association, Omaha, Feb- 


ruary 6, 7, 8, 9, 1917. Nathan Roberts, Secretary, Lincoln, 
Nebraska. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, New York City, February 6, 7, 8, 9, 1917. Headquarters, 
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Hotel Astor. 
Pennsylvania. 

_ New York State Retail Hardware Association, New York 
City, February 6, 7, 8, 9, 1917. Headquarters, Hotel Astor. 
John B. Foley, Secretary, Syracuse, New York. 

Wisconsin Retail Hardware Association, Milwaukee, Feb- 
ruary 7, 8, 9, 1917. P. J. Jacobs, Secretary, Stevens Point, 
Wisconsin. 

Kentucky Retail Hardware Association, Louisville, Ken- 
tucky, February 13, 14, 15, 1917. J. M. Stone, Secretary, 
Sturgis, Kentucky. 

Iowa Retail Hardware Association, DesMoines, February 
13, 14, 15, 16, 1917. A. R. Sale, Secretary, Mason City, Iowa. 

_ Michigan Retail Hardware Association Convention, De- 
troit, February 13, 14, 15, 16, 1917. Arthur J. Scott, Secre- 
tary, Marine City, Michigan. 

North Dakota Retail Hardware Association, Fargo, Feb- 
ruary 14, 15, 16, 1917. C. N. Barnes, Secretary, Grand Forks. 
North Dakota. 

Minnesota Retail Hardware Association, St. Paul, Feb- 
ruary 20, 21, 22, 23, 1917. H. O. Roberts, Secretary, 1032 
Metropolitan Life Building, Minneapolis, Minnesota. 

The Ohio Hardware Association, Dayton, February 20, 
21, 22, 23, 1917. James B. Carson, Secretary, Dayton, Ohio. 

South Dakota Retail Hardware Association,¢Sioux Falls, 
February 27, 28, March 1, 2, 1917. H.C. Parker, Secretary, 
Murdo, South Dakota. 

Florida Retail Hardware Association, Tampa, Florida, 
May 8, 9, 10, 1917. W. L. Harlan, Secretary, Atlanta, Georgia. 


W. P. Lewis, Secretary-treasurer, Huntingdon, 


a 


RETAIL HARDWARE DOINGS. 








lowa. 

F. S. Flickinger, Woodward, has sold his hardware store. 

W. J. Kohler, West Bend, has bought the Gehring hard- 
ware business. , 

The Clearfield Hardware Store, Clearfield, has been sold 
to George Martin. 

August Kleaveland, Story City, is having an addition 
built to his hardware store. 

J. T. Wilson and Wayne Ramond, Cedar Falls, have 
purchased the hardware store of W. W. Ransen. 

The James A. Innes Hardware Store, Sutherland, has 
been bought by Clyde Mann. 

The hardware and undertaking business of Hughes and 
Driscoll at Blairstown has been purchased by J. L. Driscoll, 
of Belle Plaine. 

D. M. Jones will open a hardware store in Albia. 

The Forsyth Hardware and Furniture Company’s stock, 
Colfax, has been sold to Harry A. Noble. ; 

Nels Mortensen, Hamlin, has sold his hardware store 
te Will Krohn. 

Peter Delperdang, Struble, has bought the business of 
the Struble Hardware Company. 

Minnesota. 

Gust Carlson, Holland, has sold his hardware interests 
and will move back to Avoca. 

J. E. Peterson, Donnelly, is erecting a hardware building. 

Montana. 

The hardware and implement stock of Bookman’s de- 

partment store at Ingomar, has been discontinued. 
North Dakota. 

V. L. Walsworth, Edgeley, has sold his hardware stock 
to William Devener and Son. 

Soren West, Fairmount, has purchased a hardware store 
in Casselton. 

Oklahoma. 

F. E. Fagerquist, Ringling, was the first merchant to 
rebuild after the fire. He states his hardware stock was not 
damaged. 

South Dakota. 

Martin Schaefer has bought the hardware and imple- 

ment business of D. E. Eveling and Sons at Marion. 


Utah. 

The Utah Stove and Hardware. Company, Salt Lake 
City, has almost completed plans for dissolving the organ- 
ization. 

Wisconsin. 


Oscar Anderson, Galesville, has sold his interest in the 
Hunter Hardware Company to Thomas Hunter. 

Max Friday and Frank Literski, Stevens Point, will 
engage in business as the Guarantee Hardware and Furni- 
ture Company. 
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HARDWARE CLUB 
OF CHICAGO AND ITS DOINGS 











At the Tuesday Luncheon of the Hardware Club 
of Chicago, November 28th, about sixty of the mem- 
bers and their guests listened to a very instructive 
address by Mr. Hans Rieg, who for many years has 
been an official in the Government Service at Wash- 
ington, D. C. His subject was “How Things are 
Done at the Nation’s Capital,” and he told in an in- 
teresting manner of the machinery of our National 
Government. 

“Many gf us have an idea that ‘Government’ and 
‘Red Tape’ are inseparable, and in one way they are, 
but it all depends on what you call ‘Red Tape.’ What 
we have in Washington may to some extent be called 
‘Red Tape,’ but when you come to sift the matter 
down, I believe that you will agree that there is less 
of that undesirable feature about Government affairs 
than can be found in many a large business enterprise. 

“A huge, intricate, delicate machinery like our Gov- 
ernment must of necessity be so systematized that the 
‘little things’ can be just as carefully attended to as the 
big, important affairs, just as much as it is necessary 
to have the small cogwheels fitting close into each 
other in a big piece of mechanical machinery. You 
can easily observe when ‘big things’ go wrong, but 
when they do it is very often because the ‘little things’ 
haven’t been properly attended to. 

“So we have to have a finely organized system in 
order to make these ‘little things’ go right. 

“Take for instance the Government’s activities to 
-help manufacturers and exporters extend their busi- 
ness to foreign countries. It is necessary to secure 
definite, specific information as to the amount of 
business that can be obtained; the class of merchan- 
dise that is used; the conditions under which the mer- 
chants in foreign lands are in the habit of buying; the 
terms of such purchase; the customs duties and regu- 
lations, and many other important matters. 

“For any one single concern to secure this informa- 
tion would in most cases entail altogether too large an 
expenditure, so our Government does that for all of 
you. 

“After the information has been obtained it must 
be classified, told in easily understood language and 
distributed in convenient form, which is also done by 
the Government at little or no cost to the person re- 
quiring it. 

“Let me say here that the day of ‘Soft Berths’ is 
past; at least practically so. In the business depart- 
ments there are very few sinecures. The man who 
wants to make sure that on the first of the month he 
will receive his pay check, and continue to do so, 
must, and does, ‘deliver, the goods.’ There is less 


absence from duty and tardiness of employes in the 
Government service than in many of our so-called 
highly efficient business enterprises—less than one 
percent, in fact.” : 





Mr. Rieg pointed out some of the shortcomings of 
American manufacturers in the past in their relations 
with trade in foreign countries, such as the lack of 
knowledge of business tactics; the poor packing of 
shipments; the failure to deliver merchandise “up to 
sample”; the unwillingness to manufacture articles a 
little different from the regular line, etc., and cited 
specific instances of how these problems were han- 
died successfully by our competitors from Europe. 

In conclusion, the speaker urged upon his audi- 
ence that they take a greater interest in their own 
Government. Good citizenship, he said, does not 
merely consist in going to the polls on Election Day, 
but is evidenced far more in the knowledge and inter- 
est we take in the every-day affairs of the business 
end of our Government. Only by so doing is it pos- 
sible for us to judge fairly as to whether things are 
done right at Washington. 

President A. Vere Martin voiced the appreciation 
of the members and their friends present for the 
splendid talk and a rising vote of thanks was given 
to Mr. Rieg. 


—_ 
> 


FOREIGN TRADE OPPORTUNITIES ARE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 








The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés has received information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Officers. Such requests should be made on 
separate sheets for each opportunity, stating the num- 
ber as given herewith: 


_ Glassware, electrical utilities, etc. Number 23064.—A 
firm in the Far East desires to enter into commercial rela- 
tions with American exporters of glassware, chandeliers and 
other electric fixtures and fittings for use in dwellings, pocket 
fiashlights, clocks and wire nails, etc. 


Hardware, impiements, etc. Number 23070.—A firm in 
Spain wishes to receive descriptive literature and quotations, 
f. o. b. New York, on scythes, stating commission allowed. 
The firm is also in the market for 20 to 30 tons of reheated 
wire for making shoe tacks, and desires to enter into com- 
mercial relations with American manufacturers and, exporters 
of pitchforks, padlocks and locks of all kinds, shovels, metal 
kitchen utensils and enameled ware. 

Hardware. Number 23086.—An export commission firm 
on the Pacific coast has inquiries from Russia regarding 
kitchen utensils, enameled ware, glassware and crockery, etc. 

Hardware and implements. Number 23097.—A firm in 
South Africa desires to receive catalogues, price lists and 
export terms from manufacturers of agricultural implements 
and light hardware. 

Hardware, paints, oils, etc. Number 23102—An estab- 
lished import house in Brazil is interested in introducing 
American products into that country, and desires to secure 
exclusive agencies from American manufacturers of the fol- 
lowing articles: Lubricating oils and greases, varnishes and 
paints, cement, hardware, and agricultural machinery and im- 
plements. Correspondence in English. References. 

Sheet tin. Number 23107—A fruit and vegetable can- 
ner in Spain desires to purchase sheet tin for making cans. 
Correspondence may be in English. References. 
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Popular Automobile Accessories Offer - 
Great Opportunity to Hardware Dealers 








The Utility Manufacturing and Advertising Com- 
pany, Chicago, has changed its name to the Johnson 
Automobile Lock Company. 

N. A. Young, formerly Assistant Salesmanager of 
the Metal Specialties Manufacturing Company, Chi- 
cago, has recently been appointed Salesmanager of 
Angsten-Koch Company, 215-219 Englewood Avenue, 
Chicago, manufacturers of automobile, motorcycle 
and bicycle equipment. 





EVAPCO MANUFACTURING COMPANY 
SECURES KIRK TAYLOR AS SALES 
MANAGER. 





The Evapco Manufacturing Company, Detroit, 
Michigan, have found it necessary to reorganize their 
sales department owing to the great increase in busi- 
ness, and have secured Kirk Taylor, formerly Assist- 
ant Manager of the New Era Spring and Specialty 
Company, also of Detroit, to take the post of Sales 
and Advertising Manager. Mr. Taylor comes well 
equipped to promote the Company’s business, which 
henceforth will be confined to bona fide jobbers. The 
Company manufactures the Evapco Gas _ Saver, 
White’s Oil Distributor and the Jiffy Starter, full de- 
tails of which can be obtained by addressing the 
Evapco Manufacturing Company, Department, 41, 427 
Grand River Avenue, Detroit, Michigan. 





FORD SPEEDOMETER ADJUSTABLE TO 
DRIVER’S ANGLE OF VISION. 





The various types of Corbin-Brown Speedometers 
for automobiles and motorcycles include a Ford Spe- 
cial, illustrated 
herewith, which is 
‘said to be fitted 
with a bracket that 
can be adjusted to 
the driver’s angle 
of vision. It is de- 
scribed as a care- 
fully-made_ instru- 
ment with parts 
of brass, tempered 
steel and with full 
ball bearings, and 
Corbin-Brown "Speodometer for Ford has a_ three-inch 
eee brown dial, sixty 

mile limit, 100,000 mile season odometer, 100 mile trip 
odometer, combination of links cable, and a rigid at- 
taching bracket. Like the others of the line, it has 
few parts, all of which are large and strong, and is 
calibrated by hand and tested to insure absolute ac- 
curacy before being sent out. The centrifugal prin- 
ciple upon which the Corbin-Brown Speedometers 





are constructed is the same as that applied to the 
regulation of engines, giving regularity of revolution; 
furthermore, the centrifugal governor has four bal- 
ance weights that, the manufacturers state, are so 
sensitive that they respond to the slightest variation in 
speed. Any of these speedometers may be connected 
either to the right wheel or the left wheel and the in- 
strument records speed and mileage whether the car is 
moving forwards or backwards. Catalog describing 
the Ford Special and other types can be obtained from 
the Corbin Screw Corporation, New Britain, Con- 
necticut. 





TRADE ACCEPTANCES IMPORTANT AID IN 
EXPORT BUSINESS. 





Outstanding features of the October business and 
financial situation, cited by the Federal Reserve Bul- 
letin, were continuation of heavy exports and of the 
net inward gold shipment; extended domestic trade 
activity, rising prices, easy money rates, and full em- 
ployment of labor. Heavy balances due from Europe, 
it is stated, have given rise to demands for new 
financing, a feature of which, of especial concern to 
the Federal Reserve System, is the extensive resort to 
the use of acceptance credits arranged, or to be ar- 
ranged, on behalf of industrial and commercial bor- 
rowers in Europe. 

The often-predicted slackening or reversal of the 
gold movement into this country has shown no indi- 
cation of developing to the present date, the Bulletin 
says. Official statistics show that to the middle of 
October the net inward movement of gold since Janu- 
ary first was approximately $294,000,000, against 
$260,000,000 for the corresponding period in 1915. 

“The only symptoms of a change in the interna- 
tional position of the United States as respects gold,” 
the Bulletin adds, “is found in an increase in the 
gross exportation of the metal from the beginning of 
the year to the middle of October, bringing the total 
outflow to about $95,000,000, against $13,000,000 in 
the same period of 1915.” 


. ~+-- 


~-or 


NOTHING STANDS ALONE IN THIS WORLD. 





Everything in this world is tied up in one way or 
another with everything else, and a man can get a 
million side lights on his own specialty if he is always 
awake to its relationship with the rest of the world. 
Everything in the successful business is evolved by 
thinking, everything starts with a thought; and this 
habit of analysis, this ability to get under the surface 
of things, to get at the vital essentials, gives a man a 
tremendous advantage over those of his competitors 
who do not do likewise-—Henry Ford. 


+ 





oo 


There are none so blind as those who won't see. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 











ADVERTISING MAKES GOODS TALK. 





Advertising is making the goods speak. It is put- 
ting a truthful, animate tongue into inanimate mer- 
chandise. 

Merchandise itself cannot lie. Sooner or later its 
true character will develop—in its use—in the satis- 
faction it gives to the owner. 

When exaggerated or false statements are made 
about goods it is a human tongue that talks or a hu- 
man hand that writes; it is not the merchandise that 
speaks—therefore it is not advertising. 


Advertising is also news—news more vital to the - 


family than nine-tenths of the so-called news that 
goes into the newspapers. 

Whoever makes the goods talk—whoever exhibits 
the true nature and uses of an article of commerce— 
whoever correctly and interestingly tells the news 
about his merchandise—he is the true advertiser.— 
John Wanamaker. 

ie 

H. M. Price Hardware Company, now located at 
108 Dauphin Street, Mobile, Alabama, in the adver- 
tisement reproduced herewith offer a number of cook- 
ing stoves at low prices, giving specific conditions for 
the sale. The reductions are quite heavy considering 


=] COOKING STOVES CHEAP 


We have the following numbers in quantities and want to sell them to keep from 
moving them. Price has sold these brands for 26 years and they are good stoves— 
Our Word. 


MONDAY AND TUESDAY ONLY 


We have to restrict this sale for these two days and regular prices will prevail on 


Wednesday. 
BLACK OAK- 
Reg. Value we! 


Bo. s7o Pour-hole, joint of pipe .........ccsccccccscrccsccseses $ 8.25 
No. 177 Four-hole, 1 joint of pipe 9.75 




















No. 180 Foir-hole, 1 joint of pipe ........6..sceseeeeeeeecens 13.00 10.25 

No. 188 Four-hole, 1 joint of pipe ............:cecesveeeeeeees 17.00 14.25 

No. 187 Six-hole, 1 joint of pipe .........-.cceececsereeeeeeseece 20.00 15.50 
ADJUTANT 

No. 7 Four-hole, 1 joint of pipe «.....-++.csssssecesccescceeees 7-90 6.00 

No. 8 Four-hole, 1 joint of pipe ............0.0sseeeeseeeenees 8.50 

REMEMBER THAT THESE PRICES ARE FOR TWO DAYS ONLY. 





PAINTS 


We sold a lot of paint during our sale, but have a good quantity left and the same 
prices prevaii as long as the stock lasts. 


H. M. PRICE HARDWARE CO. 


WATER AND CONTI Till November 1,After This Date, 108 DAUPHIN STREET 


(a) ; ° [5] 
PRISES GHenEe 
de 


the fact that prices are going up on all lines of mer- 
chandise, and no doubt the advertisement which oc- 
cupied a space three columns wide and six inches deep 
in the Mobile Register of October 15th, brought good 
returns. For such an occasion the style used is all 
right, but ordinarily it would have been good policy 
to use illustrations of the articles advertised. Note 
the urique name plate. 
x * x 

The October 15th issue of the Houston, Texas, 
Daily Post contained the two and one-half inch, double 
column advertisement of guns and ammunition repro- 





PEEEEEEEEEEEEEee 
i 
GEEEEEEEEeeebe8 


duced herewith. Its timeliness needs no emphasis be- 
cause when the joys of summer sports have become 
but a tender memory, the thoughts of the outdoor and 
sporting enthusiasts naturally revert to the popular 
pastime of hunting. Hence, not much deep reflection 
and cogitation is required on the part of the dealer to 
realize that here is an opportunity that should not be 
missed, and that by featuring guns, ammunition and 
other hunting accessories and equipment in the fall, 





Guns‘and ‘Ammunition 


y 
: pe ‘ MODEL 1912 WINCHESTER | 
, 


Our stock of Winchester Shotguns and Rifles is complete. Big 
fresh stock of Red “W” Shells in all loads. Send us your order. 
We ship quick. 


TRE LARGEST SUPPLY SOUSE IF THE SOUTRWEST 


PEDEN IRON & STEEL CoO. « 


HOUSTON AND 6AN ANTONIO 











he can effect a decided gain in his sales. To take ad- 
vantage of this occasion, the Peden Iron and Steel 
Company, Houston and San Antonio, Texas, point 
out that their stock of Winchester Shotguns and Rifles 
is complete ; also that they have a large supply of Red 
“W” shells in all loads, and that shipments can be 
made promptly. For a supply house to use daily 
newspapers for this purpose is a rather unusual move, 
yet it no doubt brought good returns. 
x * * 

The first of the two illustrations shown herewith is 
a reproduction of what is called a “rate holder,” a 
one inch card in- 
serted in each is- 
sue, thus giving 
the advertiser the 
lower rate which 
is usually accorded 
to regular buyers 
of space. The text 
is short and to the 
point and no doubt it has its influence on those who 
go by price only—a large number of people. 

In the second advertisement, also run by the Erie 
Hardware Company in the Erie, Pennsylvania, Dis- 
patch, there is an excellent argument for a rubber 


ERIE HARDWARE COMPANY 


RAIN PROOF—COLD PROOF—HEAT PROOF ROOFING 


Bain, cold, and heat will erack slate, penetrate betweea wooder shingles, and ri rack 
dinary poorest roofing—but we bave s roofing that no extremes of weather can injere. "Wals Saeed mae 
















a melee or ° 

you Can buy it elsewhere 

© # for iess return it. Well buy 

* itback at purchase price. ¢ 
ERIE HARDWARE Co. | 

















ing made especially ‘for and fully guaranteed to be strictly first-class te every way, 
R-ply Rubber Roofing........ #1.76 per roll 1 ply Bubber seconds. .... 7 
S-ply Rubber Roofing... 00 per roll 2-ply Rubber seconds... ..._.8100 ber roll 
Bvery rol—108 sqyare feet—includes ca Sply Rubber seconds......... $1.10 per roll 
cement No caps 








ERIE HARDWARE COMPANY, 1 1220 State Street 





roofing which the Company offers. Note the specific 
prices quoted. It occupied a space three columns wide 
and two inches deep. 














December 2, 1916. AMERICAN ARTISAN AND HARDWARE RECORD 49 








Conditions in Warm Air Heating Field 
Show Material Progress 








In the presentation of this review of the Warm Air 
Heater situation, AMERICAN ARTISAN has followed a 
long established custom of this publication. Through 
extended correspondence covering the entire country, 
first-hand information has been obtained from men 
and firms actively engaged in the manufacture 
and sale of Warm Air Heaters, and this information 
which is now given in the following will be of inter- 
est, not only to those who manufacture Warm Air 
Heaters, but also to the much larger number who are 
engaged in installing them. ° 

The gathering of material for this review has been 
done with great care, and we have compiled it with 
our foundamental knowledge of conditions as well as 
compared it with the voluminous mass of data which 
are constantly pouring into our offices, and thus we 
are able to present up-to-date and first-hand informa- 
tion on present conditions and prospects in the Warm 
Air Heating field. 

A number of questions were submitted to manu- 
facturers of Warm Air Heaters, as well as to dealers 
and installers, covering the most important points of 
their business—points which are of vital interest to 
those who have the improvement of conditions in the 
Warm Air Heating industry truly at heart. The re- 
plies which jiave been received are published in the 
following, and our readers will find that while each 
correspondent has endeavored to cover the matter in 
short statements, many have gone into the discussion 
of phases which to them appear of particular interest. 

This additional information will doubtless prove 
beneficial in enlightening others engaged in Warm Air 
Heating as to conditions that exist in sections of the 
country with which they may not be familiar. 

Probably the most prominent and also the most im- 
portant feature of the replies—from manufacturers 
as well as from retailers—is the great stress which is 
laid upon the importance of proper installation, and 
it is a matter for congratulation that both manufac- 
turers and installers have come to realize that the 
welfare of the Warm Air Heating business as a whole 
depends on the matter of proper installation of the 
apparatus. Once this principle is generally recog- 
nized, there will be a great impetus given to the sales 
of Warm Air Heaters, as the consumer will be better 
satisfied. In this last sentence, the future of Warm 
Air Heating may be said to lie. 

AMERICAN ARTISAN has for years devoted a great 
deal of effort to improving conditions in this impor- 
tant industry and shall continue to do all in its power 
to help bring about the recognition by all who are en- 
gaged in the War Air Heating business—that proper 
installation of the right size warm air heaters will put 
the industry upon the only basis for lasting prosperity. 

The information which follows should be of mate- 
rial: assistance in bringing about this happy result: 


LETTER FROM JOHN D. GREEN, PRESIDENT 
OF NATIONAL WARM AIR HEATING 
AND VENTILATING ASSO= 
CIATION. 

From John D. Green, President of the National 
Warm Air Heating and Ventilating Association, the 
following letter has been received: 

To AMERICAN ARTISAN: 

It is the opinion of the writer that the year 1916 
will show an incre&se in the warm air heater business 
of at least 35 percent over any previous year, and 





John D. Green, 
President, 
National Warm Air Heating and Ventilating Association. 


that the year 1917 will show a greater volume than 
1916. 

The publicity campaign conducted by the Warm 
Air Heating and Ventilating Association has proved 
a wonderful success to the contributors to the fund. 
The facts are, the Warm Air Heater business has 
taken a position in the front rank. Better Heaters 
are being sold, better installations are being made, 
and the whole industry is on a splendid foundation. 

Deliveries now seem to be more serious than prices, 
and consequently dealers, both wholesale and retail, 
are increasing orders and urging earlier deliveries. 

Yours very truly, 
Joun D. Green, President, 
National Warm Air Heating and Ventilating Asso- 
ciation. : 
Detroit, Michigan, November 20, 1916. 
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FROM ALLEN W. WILLIAMS, SECRETARY OF 
NATIONAL WARM AIR HEATING AND 
VENTILATING ASSOCIATION 
AND OF MIDLAND CLUB. 


Allen W. Williams, Secretary of the National Warm 
Air Heating and Ventilating Association, writes as 
follows: 

To AMERICAN ARTISAN: 

There is no question but what the number of warm 
air heaters sold during 1916 has been very satisfac- 
tory; at least the demand has exceeded the supply, 
and the total sold during 1916 will far exceed that of 
any previous year. If the gains are greater in pro- 
portion in any one part of the country than another it 
is probably in the Central West. 

Defective installation started with the industry and 
has unfortunately continued ever since in spite of the 
heroic efforts of the. manufacturers to prevent it and 
to point out that the best way is the easiest way. Bad 
installation still does more injury to the warm air 





Allen W. Williams, 
Secretary, 
National Warm Air Heating and Ventilating Association. 


heater business than any one thing, but I am optimist 
enough to believe that with the educational work car- 
ried on by the Associations of both Dealers and Man- 
ufacturers and the continued assistance of the Trade 
Press, it will grow less and less. 

During a year like the one just closing, the demand 
has been large for all grades of warm air heaters. 
As the public becomes more and more familiar with 
the advantages and the economy secured by purchas- 
ing the better grades, more and more of them will be 
sold. However, there will always be a demand for 
the lower priced goods. 

The National Campaign of Advertising carried on 
by The National Warm Air Heating and Ventilating 
Association, for the purpose of advancing the use and 
sale of warm air heaters and accessories has evidently 
been very pleasing to the dealers, and while it must 
be judged as a general proposition and not one to 





which a large number of tangible results can be 
traced, it has unquestionably helped the industry in 
many ways. It is generally conceded that warm air 
heaters are being substituted more and more for heat- 
ing stoves and this has affected the sale of base burn- 
ers particularly. 

The “pipeless” heater has been one of the problems 
of our manufacturers for the last year or so. While 
it is not sold in the quantity that surface reports indi- 
cate and it cannot successfully take the place of “pipe”’ 
jobs, there will be some trade on it. This style of 
heater has been hurt more by extravagant claims as to 
its possibilities than has warm air heating as a whole 
by its appearance in the field. 

The practice of consigning warm air heaters to deal- 
ers and installers is growing less and less, sigce it is 
not good business for the manufacturer or the pur- 
chaser. 
after. 

Steam, Hot Water and Warm Air heat—all have a 
field of their own, and while the competition of steam 
and hot water is felt by manufacturers in our line, 
the warm air method of heating has grown so in pub- 
lic esteem that other methods are not as serious a 
problem as formerly. 


Few, if any, will be sold on this basis here- 


The general outlook for a large business for the 
coming year is good. The difficulty which the manu- 
facturers will experience will be to secure supplies and 
prevent the heavy increase in cost of materials from 
absorbing the rather ordinary profits that come from 
the manufacture of warm air heaters. 

Buying early, after January, 1917, will be profitable 
to the dealers. 

ALLEN W. WILLIAMS, Secretary, 
National Warm Air Heating and Ventilating Associa- 
tion. 

Columbus, Ohio, November 20, 1916. 


LETTER FROM GEORGE HARMS, PRESIDENT 
OF NATIONAL ASSOCIATION OF SHEET 
METAL CONTRACTORS. 





The following letter is from George Harms, Presi- 
dent of the National Association of Sheet Metal Con- 
tractors: 

To AMERICAN ARTISAN: 

The special number of AMERICAN ARTISAN which 
you issue yearly in the interest of Warm Air Heaters, 
has covered all the phases pertaining to this indus- 
try very thoroughly in the years gone by and is read 
with interest by the dealers of such apparatus and 
also by all sheet metal contractors. 

You request me to write an article for the 1916 
Number, but you handle all of it so thoroughly, that 
anything I may say would appear superficial. 

I believe that the Warm Air Heating business is now 
in a better condition than it ever has been before. 
To the advertising of the National Warm Air Heating 
and Ventilating Association and the active interest 
that the National Association of Sheet Metal Con- 
tractors have taken in this business, is due much of 
the success and the increase that has taken place. ! 
believe that through this advertising a much better 
class of work is being done, the dealer realizing thai 
the success of this business and the profits that he is 
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to receive, depend on the class of work that he does. 
And the manufacturers also realize that it is necessary 
for them to advertise their lines and assist the dealer 
in this way, to make sales. 

I believe that if the advertising that the National 
Association has started, is continued another year will 
show great results, and I am very confident that the 
advertisers will be well repaid for the amount of 





George Harms, 
President, 
National Association of Sheet Metal Contractors. 


money they have spent. It is therefore up to the dealer 
to follow along the line that the manufacturers have 
started, take care of their part of the advertising, that 
it be their aim to improve on the installations as much 
as they possibly can and they will thereby do more 
work, have better satisfied customers and increase 
their profits. 

The questions asked of the manufacturers for your 
1916 special edition, are considerably the same as 
those of former years and if these are answered as 
they have been in the past, it certainly makes some 
very attractive reading matter and I would urge on 
all sheet metal contractors and warm air heating deal- 
ers to read over every line very carefully, as they will 
find very much that will interest them and they will 
learn from others much that they can apply to their 
own business. 

Yours truly, 
GEORGE HarMsS, President, 

National Association of Sheet Metal Contractors. 

Peoria, Illinois, November 21, 1916. 





~-~oo 


LETTER FROM JOHN H. HUSSIE, CHAIRMAN 
OF WARM AIR HEATER COMMITTEE 
OF NATIONAL ASSOCIATION 
OF SHEET METAL 
CONTRACTORS. 





John H. Hussie, Chairman of the Warm Air Heater 
Committee of the National Association of Sheet Metal 
Contractors, writes as follows: 


To AMERICAN (ARTISAN: 

Certain of your questions are very interesting to 
me. To question number three, I answer once again 
that defective installation is decreasing. I make this 
statement very positively. This does not mean that 
there is no defective installation, but that considering 
the number of dealers now engaged in installation 
work, many of whom are somewhat inexperienced, the 
percentage of very poor installation is in my opinion 
small. Furthermore, there never has been a time when 
dealers were giving this subject so much intelligent 
thought. 

To question number four the answer must perhaps 
be no, with this reservation: Retail dealers “as a 
whole,” it may be, are not thoroughly aroused to the 
importance of this matter, but a very large percentage 
is alive to the issue, and I am pleased to say that i feel 
quite sure the number is rapidly growing. 

To question number six I answer most decidedly 
yes. Retailers must certainly be unanimously in favor 
gf The National Advertising Campaign. I am also 
of the opinion that it will finally be a paying invest- 
ment for the manufacturers. It is difficult to trace 
direct sales to such advertising, but certain it is that 
advertising creates a demand for the article adver- 
tised and certainly the demand for furnaces this year 
must satisfy all. In the Novémber 11th issue of the 
Saturday Evening: Post is a full page advertisement 
for milk. . Not some particular brand of milk, mind 
you, but just milk. “Tell your milkman to increase 





John H. Hussie, 
Chairman Warm Air Heater Committee, 
of Sheet Metal Contractors. 


National Association 


your order today,” reads the ad. Now if Dairymen 
can afford to club together to advertise milk, surely 
furnace manufacturers need not be discouraged when 
they have such a splendid article to tell people about 
as a Warm Air Heating plant. 

To question number ten I answer yes. Warm air 
furnaces are in nearly all localities being substituted 
for heating stoves. In cities the demand for heating 
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stoves is growing less each year and the demand for 
furnaces increasing correspondingly. 

To question number eleven I apswer yes. Under 
existing conditions the so called and misnamed “Pipe- 
less” furnace will in my judgment injure the Warm 
Air Heating industry. F 

The one pipe furnace may have its uses and in its 
proper place will no doubt give satisfaction, but when 
extravagant and unreasonable guarantees are given, 
guarantees that the heater cannot back up, then the 
warm air furnace in general is often condemned. You 
have only to read the advertisements of some manu- 
facturers and many dealers in these imitation heating 
plants to grasp the idea. The late P. T. Barnum 
might well envy some of their ad writers. 

In my opinion furnace manufacturers should make 
it very clear to the public that they do not countenance 
dishonesty in advertising nor the use of extravagant 
and misleading statements in making a sale. 

To question number fifteen I answer that it seems 


to me that hot water installations in this section of 


the country are not increasing in proportion w 
Warm Air installations. It seems to me that the fu- 
ture of the Warm Air Heating industry is very bright. 
We must expect to always have our troubles and set- 
backs, but certain it is that we are improving, both as 
manufacturers and installers, and that the public is 
showing its appreciation of our efforts. 

In conclusion, Mr. Editor, I wish to thank you in 
the name of all those who have the welfare of the 
Warm Air Heating industry at heart for your con- 
sistent and seemingly untiring effort for the general 
good. 

Yours very truly, 
Joun H. Hussite, Chairman, 
Warm Air Heater Committee of the National Asso- 
ciation of Sheet Metal Contractors. 
Omaha, Nebraska, November 21, 1916. 


~.-o 





EXTRACTS FROM LETTERS RECEIVED FROM 
MANUFACTURERS AND WHOLESALERS. 


In the following are given excerpts from some of 
the many letters that have been received from manu- 
facturers and wholesalers of Warm Air Heating Ap- 
paratus in regard to the condition so far as they 
themselves are concerned as well as to their views of 
the retail branch of the business: 


How Sales of Warm Air Heaters Compare With Those of 
Previous Years. 


In only a couple of isolated cases reports have been 
made that 1916 business was smaller than for previous 
years and the general trend of the letters is that sales 
have been considerably ahead, as compared with the 
business done during 1915. 

How do your Warm Air Heater sales for 1916 com- 
pare with those of 1915 and previous years? 

“About 30 percent increase.” 

“Somewhat less than last year.” 

“Slightly greater.” 

“About 75 percent increase.” 

“To percent greater.” 

“Very pronounced increase.” 

“Better.” 


“si percent greater.” 

“25 percent increase.”’ 

“To percent more.” 

“Over 80 percent increase.” 

“About the same.” 

“200 percent increase.” 

“Our sales have doubled.” 

“To percent increase in number; 25 percent in total 
value.” 

“300 percent increase.” 


“Larger than ever before.” 
The Field That Contributes the Greatest Business. 


While as a matter of course each manufacturer of 
Warm Air Heating Apparatus receives the largest 
amount of business from the section of the country in 
which he is located, it is interesting to note in the 
letters from manufacturers who do business over an 
extensive territory that the bulk of their business 
comes from the Central West. 

In what particular section of the. country are you 
recording the greatest sales? 

A Maryland manufacturer says: “The bulk of our 
business comes from the Southern states.” 

An Illinois manufacturer writes: “The Central 
states give us the biggest share of our business.” 

A New York manufacturer says: “The Southeast- 
ern states contribute the larger proportion of our 
sales.” 

A manufacturer in Iowa: “The Mississippi Valley 
is our principal sales territory.” 

A New York manufacturer states: “The Central 
and Western states make the best showing in our 
sales records.” 

An Ohio manufacturer says: “In the West and 
Southwest we make our greatest sales.” 

iA manufacturer in Missouri writes: “The East- 
ern Mississippi Valley furnishes most of our busi- 
ness.” 

An Iowa manufacturer writes: “West of the Mis- 


sissippi and North of the Missouri Rivers.” 
Defective Installation Is Decreasing. 
Although most of the manufacturers state that they 


find defective installation decreasing, some of them 

report that in certain territories there is still room for 

much improvement in that regard. 

Do you think that defective installation, which has 
undoubtedly had a bad effect upon the Warm Air 
Heating business in the past, is increasing or de- 
creasing ? 

“Defective installation is the greatest abuse in our 
line, and such conditions will always remain with us 
even though most of the dealers know the evils re- 
sulting from faulty work.” 

“It is our opinion that the dealers are taking more 
care in their work than heretofore.” 

“Do not think there is much change for the 
better.” 

“Conditions are improved in this regard.” 

“Defective installation is decreasing, but there is 
still plenty of room for improvement.” 

“Installers realize to a greater extent than ever 
before the necessity of good work. The chief handi- 
cap in this respect is what is known as competition 
jobs on buildings constructed by real estate specula- 
tors.” 
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“In some sections the manufacturers’ campaigns for 
better installations are beginning to show results.” 

“Decreasing in rural districts; increasing in the 
cities.” 

Better Grades of Warm Air Heaters in Demand. 

On the whole it may be said that the better grades 
of warm air heaters are in demand, and this applies 
particularly to communities where the installers go 
after business on the basis of efficient service rather 
than on low cost of installation. 

Do better grades of warm air heaters appear to be in 
more demand than cheaper grades at the present 
time ? 

“Our increase has been altogether on our higher 
grades of warm air heaters.” 

“In our section the small cottages are usually fitted 
with the cheaper grades haphazardly installed; in the 
actual homes better heaters and better work is the 
rule.” 

“There is a tendency toward better goods and better 
work.” 

“In interior towns and cities better grades are in 
demand, but not in the large cities where the cheapest 
types are still the rule.” . 

“Better grades are in demand except in contract 
work for building speculators.” 

“Medium priced grades—neither the very high nor 
the cheapest—appear to have the call.” 

“Medium priced warm air heaters are looked for 
by dealers and consumers.” 

In Favor of National Campaign of Advertising. 

With the exception of only very few, the manufac- 
turers of Warm Air Heating Apparatus have ex- 
pressed themselves as being in favor of the Cam- 
paign of Advertising which was conducted during 
the Spring and the Fall of 1916 and will be con- 
ducted during the Spring of 1917 by the National 
Warm Air Heating and Ventilating Association, al- 
though some of them suggest that changes in the copy 
might be advisable. 

Do you favor the National Campaign of Advertising 
exploiting the merits of Warm Air Heating which 
is being conducted by the National Warm Aw Heat- 
ing and Ventilating Association? 

“There is no question that the Advertising Cam- 
paign by the National Warm Air Heating and Ven- 
tiiating Association has resulted in much good.” 

“We feel that the work now being done by the Na- 
tional Warm Air Heating and Ventilating Association 
and its members is certain to bring good results.” 

“We believe this is a good move.” 

“Principle is right; don’t think much of the copy.” 

“We think the Campaign is all right, but it should 
include work against the manufacture and installation 
of ‘tissue paper’ heaters.” 

“Not in its present form.” 

“The National Advertising Campaign is the only 
way to combat the advertising used by the steam and 
hot water heater manufacturers.” 

Helping Installers Increase Their Sales. 

With regard to the matter of cooperating with in- 
stallers, most of the manufacturers are at the present 
time doing much work along this line although pursu- 
ing individual policies. | 


In what way would you suggest that the manufactur- 
ers can help the retail trade increase their sales? 
“By impressing upon him the necessity of buying 

a good Warm Air Heater of the proper size and of 

doing good work.” 

“By nation wide advertising of the merits of the 
warm air heating system.” 

“By giving intelligent information as to the proper 
methods of installation.” 

“By general and local advertising, and by personal 
assistance of the traveling salesmen in working on 
prospective buyers.” 

“By insisting upon proper installation and provid- 
ing plans covering same.” 

“By manufacturing only reliable goods.” 

“By employing competent salesmen to demonstrate 
Warm Air Heaters and assisting the dealers in so- 
liciting prospective customers.” 

“By education on installation.” 

“By showing them how to render proper service.” 

“By going after the dealers’ prospects with follow- 
up letters.” 

“By a systematic educational campaign to the in- 
stallers on proper installation.” 

Comparison of Steel and Cast Warm Air Heaters. 

As a matter of course the expression by manufac- 
turers as to the relative merits of steel and cast warm 
air heaters are in harmony with the particular kind of 
heater manufactured by the respective concern. In 
cases where both kinds are made by one manufac- 
turer, he usually specifies the distinct purpose for 
which the particular kind of warm air heater is more 
suitable. 

What, in your opinion, are the relative merits of steel 
and cast iron Warm Ar Heaters? 

“Cast is more durable.” 

“Conditions of locality regulate this to a large ex- 
tent, although we feel that the all-cast is growing 
more popular.” 

“Cast iron will outlast steel.” 

“Cast iron shows at least’10 percent greater dura- 
bility.” 

“We favor cast iron.” 

“No difference if rightly made.” 

“All-cast is better than poor steel, but much infe- 
rior to good steel as far as durability, gas tight joints 
and every other thing is concerned.” 

“Cast for soft coal, steel for hard coal. 
good.” 

“Cast iron for soft coal, part cast and part steel 


Both are 


for hard coal.” 

“We believe all-cast iron construction is the best 
type.” 

“Cast iron lasts longer and is cleaner.” 

“A steel construction has no special merit for a 
heater, as it will require about twice as much fuel as 
a cast heater.” 

“The all-steel construction is the best, as such a 
Warm Air Heater can be made gas tight and will re- 
main so.” 

“Cast iron is the only material for lasting results.” 

“Both good if made right.” 
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Relative Merits of Steel and Cast Iron Radiators. 
Some manufacturers prefer a steel radiator, even 


though other parts of the Warm Air Heater are made 
of cast iron, while others take the stand that a Warm 
Air Heater should be either all-cast or all-steel. 
Do you favor a steel radiator with cast iron for other 
parts? 

“Ves, for hard coal.” 

“A steel radiator on a cast heater will soon open up 
for smoke leakage.” 

“A steel radiator on a cast heater is all right for 
hard coal.” 

“We prefer an all-cast construction.” 

“We are not in favor of steel for any part.” 

“We do not favor radiators made of steel.” 

“Tf the radiator is of steel, it is necessary that the 
bottom be made of cast iron, or it will soon rust out.” 

“We certainly favor a steel radiator where hard 
coal is used.” 

“We do not think much of that sort of construc- 
tion.” 

“Do not favor steel for any part.” 

“As cast iron and steel do not contract and expand 
at equal rates a combination of the two metals cannot 


be worked out satisfactorily.” 
Heating Stoves Being Supplanted by Smaller Warm Air Heaters. 
Generally speaking, it may be said that the letters 


received from manufacturers indicate that smaller 

size Warm Air Heaters are supplanting heating 

stoves. 

Are the smaller size Warm Aw Heaters being sub- 
stituted for heating stoves to any great extent? 
“We feel that they are.” 

“Not in the South.” 

“To some extent, and they will continue to do so 
as times get better.” 

““One-lung’ Warm \Air Heaters are taking the 
place of stoves in this territory.” 

“Both large and small warm air heaters are sup- 
planting heating stoves.” 

Effect of the “Pipeless’’ Warm Air Heater. 

As a matter of course, manufacturers of “pipe- 
less’ Warm Air Heaters have no fear that its en- 
trance in the field will not prove a success, but the 
great majority of letters from manufacturers indicate 
that the effect of the “pipeless’ Warm Air Heater is 
likely to be injurious, because it is being recommended 
to accomplish much more than its ability. 

Is the “Pipeless’ Warm Air Heater likely to injure 
the warm air heating industry by being recom- 
mended to accomplish much more than its ability? 
“We have no such fear.” 

“The ‘Pipeless’ Warm Air Heater will injure the 
business without question, because it is advertised to 
do something that it cannot accomplish.” 

“We believe that ‘pipeless’ installations will do 
harm, owing to the fact that people will be induced 
to buy them because of the low cost and will be al- 
most certain of disappointment in the end.” 

“Too much is claimed for the ‘pipeless’ Warm Air 
Heater by some manufacturers, and this is bound to 
result in injury to the entire business.” 

“Their field-is extremely limited. Dealers seem to 
be very conservative about selling them.” ; 

“Not to any great extent.” 


“Only for a short time.’ 

“We believe it will encourage people to have Warm 
Air Heaters installed in the proper way.” 

“Not with the better class of trade.” 

“Any business is injured where false claims are 
made.”’ 

“If sold by a conscientious dealer, a ‘pipeless’ 
Warm Air Heater will be a stepping stone for the 
real Warm Air Heating installation.” 

“Every failure of a ‘pipeless’ is a boost for steam 
and hot water.” 

“We are afraid it will.” 

Average Percentage of Depreciation. 

Although there appears to be a wide difference of 
opinion among manufacturers as to the basis on 
which depreciation of Warm Air Heaters should be 
figured, it may be said that it ranges between 7 and 8 
percent per year. 

What is the average percentage of depreciation for 

Warm Air Heaters over a period of years? 

“A good heater should last from twenty to thirty 
years.” 

“Five percent is our opinion.” 

“According to our records, 7 percent.” 

“We figure about 10 percent.” 

“A well installed Warm Air Heater should de- 
preciate not more than 20 percent if used right.” 

“Not more than 5 percent per year.” 

“Fifteen years is about the limit.” 

“A good Warm Air Heater, properly installed, will 
depreciate about 5 percent per year.” 

“We have Warm Air Heaters in constant use up- 
wards of fifty years, all over the country.” 

“Warm Air Heaters of our make that have seen 
regular use for thirty years, are still rendering good 
service.” 

Practice of Consigning Warm Air Heaters to the Dealer. 

It is generally agreed by manufacturers of Warm 
Air Heaters that the practice of consigning such ap- 
paratus to dealers and installers is poor policy. 

Is the practice of consigning Warm Air Heaters to 
dealers and installers not likely to result in serious 
abuses that may be injurious to the entire trade? 
“We do not consign, because we believe it bad 

policy.” 

“Consigning Warm Air Heaters to dealers and in- 
stallers is one of the worst practices in connection 
with this business.” 

“We do not believe that consigning is being done 
to any great extent, but whatever is being done is 
likely to result in harm.” 

“It is poor business policy to consign goods of any 
kind.” 

“The dealer will work harder to sell goods that he 
must pay for.” 

“The consignment of Warm Air Heaters will re- 
sult in abuses of almost every kind.” 

“Consignment is a nuisance and is demoralizing to 
this and kindred lines.” 

“We absolutely will not consign.” 

“Consigning Warm Air Heaters is a practice that 
can result only in sorrow and loss to both mantf{ac- 
turer and dealer. To our knowledge it is not prac- 
ticed.” 
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Effect of Steam and Hot Water Installations on the Warm Air 
Heating Business. 


In general, it may be said that manufacturers are 
noticing a small change for the better as regards the 
effect of steam and hot water installations on the 
Warm Air Heating business, although a number of 
them state that such installations are gaining. 

Do you find that steam and hot water mstallations 
are affecting the Warm Air Heating field as much 
as formerly? 

“We believe that steam and hot water heating 
thrives on poorly constructed and installed warm air 
heaters.” 

“We feel that Warm Air Heating is now holding 
its own.” 

“Can’t see any material change.” 

“There is some improvement in the situation.” 

“Not any more than in the past.” 

“In our experience, there are less steam and hot 
water installations now.” 

“The high cost of steam and hot water installations 
operates in favor of the well-made and properly in- 
stalled Warm Air Heater.” 

“We do not hear of steam and hot water installa- 
tions for the average dwelling.’’ 

“Sales of Warm Air Heaters in our territory have 
greatly increased, due in a large measure to the more 
up-to-date methods of installers.” 

General Business Outlook for the Coming Year. 

With the exception of very few isolated cases, man- 
ufacturers of warm air heating apparatus express 
themselves as being well satisfied with the outlook for 
business during the coming year. In spite of the 
higher cost of building materials, there is a well-de- 
fined opinion that more building will be done for 
people in the medium circumstances of life, and this 
naturally means a greater demand for Warm Air 
Heating Apparatus. 

What is the general business outlook for the coming 

year? 

“Very good.” 

“We have no doubt about next year bringing good 
business.” 

“The best ever.” 

“Great.” 

“Quite satisfactory.’ 

“The outlook for the Warm Air Heating business 
for 1917 is splendid.” 

“Extra good.” 

“Uncertain.” 

“Splendid.’ 

“Just A A I.” 


WARM AIR HEAT IS ONLY CORRECT METHOD 
OF HEATING. 





From a physician’s standpoint there is only one cor- 
rect method of heating, and that is by the indirect 
warm-air furnace method, properly installed and with 
a provision for producing a proper degree of humidity. 
After a careful study I am compelled to condemn all 
direct methods of heating by radiators located in the 
rooms.—B. G. Long, M. D., Buffalo, N. Y. 


LETTERS FROM MANUFACTURERS AND 
WHOLESALERS OF WARM AIR 
HEATERS. 


The letters in the following are some of the large 
number received from prominent manufacturers and 
wholesalers of warm air heating apparatus. They 
are of considerable interest because of the manner in 
which the vital features of the business are discussed: 


From the Hall Hardware Company, Indianapolis, Indiana. 

Our business has increased 25 percent this year. De- 
fective installation is decreasing to some extent. We think 
manufacturers can help retailers increase sales by educat- 
ing them on installation. In our opinion the steel warm air 
heater has. many advantages over cast iron, the most im- 
portant one being that it can be made tight and remains so 
if properly constructed; we do not favor a steel and cast 
iron combination. We think the “pipeless” heater will not 
injure the warm air heating industry. On the contrary, it 
will encourage people to install heaters in the proper way in 
the future. The practice of consignment is a poor one and 
should be stopped. During the past year we have made 
many changes in our heaters, and think the business outlook 
for the coming year very good. Steam and hot water in- 
stallations are not affecting the warm air heating industry a 
great deal, as we do not hear much of them for the average 
dwelling. 

From an Illinois Manufacturer. 

The Central States produce our greatest sales and we 
are far ahead of last year. Defective installation is decreas- 
ing though retailers are not entirely familiar with its evils. 
We favor the National Campaign of Advertising by the 
National. Warm Air Heating and Ventilating Association 
and think manufacturers can help increase the retailer’s sales 
by joining the Association and also by sending out well- 
posted traveling men. We favor cast iron, as it is more 
durable; a steel radiator should not be used for soft coal. 
To some extent, small warm air heaters are being used in- 
stead of heating stoves. During the past year we have made 
some improvements in our warm air heaters and think the 
coming year looks good for business. To us it seems that 
steam and hot water are not affecting the warm air heat- 
ing field as much as formerly. 

From the Imperial Furnace Company, Marshalltown, lowa. 


Our sales this year are twice as large as in 1915, Iowa 
and Kansas being our best territory. Defective installation 
is decreasing. Retailers are not thoroughly familiar with 
its evils. Better grades of warm air heaters appear to be 
in demand except in contract work. Manufacturers can help 
retailers increase their sales by keeping them informed on 
all up-to-date methods. The steel heater is the best, as is 
shown by the greatly increased demand for it. The prac- 
tice of consigning is very injurious. The business outlook 
for the year is good. The pipeless heater is a fad being 
used by some manufacturers to fool the public. Any heater 
may be cased for a one pipe system. It is simply an in- 
ferior way of applying the principle of inside circulation of 
air. Much better results may be obtained by connections 
from all rooms in a house. We recommend that cold air 
outlets should be located where all parts of the house will 
have easy access to the outlet without passing over the floor 
to one place and thus causing cold air drafts over the floor, 
as is the case with the “pipeless” heater. 


From Cribben and Sexton Company, Chicago, Illinois. 


There is a 75 percent increase in our business this year, 
the Central States recording the greatest sales. Installa- 
tion is improving as retailers are more careful. There is a 
marked tendency for better goods. We greatly favor the 
National Campaign of Advertising and retailers can be 
helped to increase their sales by the manufacturers joining 
the National Warm Air Heating and Ventilating Associa- 
tion. We have no preference between steel and cast heat- 
ers if they are honestly made, but we do not favor a com- 
bination construction. The coming year appears to be the 
best ever and we have made some improvements in our 
heaters during the past year. 

From an Indiana Manufacturer. 


Our sales this year are much greater than those of last 
year, the Central States being our best territory. Defective 
installation is about at the same stage as formerly, retail- 
ers as a whole, not being familiar with its evil results. To 
some extent, small size warm air heaters are being substi- 
tuted for heating stoves. In our opinion, the “pipeless” 
heater is very likely to affect the warm air heating field very 
seriously. The practice of consigning warm air heaters is 
an evil one and very injurious to the trade. The general 
outlook for the coming year is good. 
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From American Furnace Company, St. Louls, Missouri. 

Our sales this year are 50 percent greater, our business 
coming from all sections of the country. Defective installa- 
tion is the greatest evil in our line. We have good and bad 
heater dealers, the same as in all other lines of business. 
The retail heating man will always be found at the old stand 
paying his bills. The heating man who is more interested 
in bidding than in reai heating is the harmful individual. 
He does not last long but there seems to be an unlimited 
supply of his like to take his place. Any live dealer will as- 
sist himself by buying good materials and installing it from 
a real heating standpoint’ Good goods make permanent cus- 
tomers and permanent customers make permanent business. 
We make both steel and cast heaters, but do not care for 
a steel radiator on a cast heater, because it soon opens 
up for smoke leakage. The “pipeless” heaters will injure 
the warm air heating field beyond doubt, for the reason that 
they are advertised to be the best system. The average de- 
preciation on properly constructed heaters is very slight, 
increasing with cheaper heaters. Consigning warm air heat- 
ers to dealers is, in our opinion, the curse of the business. 
Here lies a story, without any reflection on any individual 
but on the trade in general. Take the commercial rating 
of the installers of warm air heating apparatus, as a class, 
in any locality of our locality and compare it with any other 
line of business; ask them about their terms of buying; com- 
pare these terms with those for buying in any other line; 
then, we ask, are the terms on warm air heaters responsible 
or not for too many inexperienced dealers being in the busi- 
ness? We believe, there lies the tale told in the big books 
of Dun’s and Bradstreet’s. 

From the Babcock-Widhoim System, Seattle, Washington. 

Our greatest sales come from the North Pacific Coast. 
We do not think there is much change for the better in de- 
fective installation and this will not be changed until a bet- 
ter understanding of warm air heating is brought about. 
In our particular section, the bungalow and small cottage is 
usually heated by the cheaper grade of heaters with hap- 
hazard installations. In the actual homes, however, better 
heaters and better work in general is the rule. Manufac- 
turers can help the retail trade increase sales by giving 
intelligent information as to the proper installation. We 
favor cast iron heaters. Small size warm air heaters are 
being substituted for heating stoves to some extent. The 
“pipeless” heater will injure the warm air heating industry 
by being recommended to accomplish more than it does. We 
have changed from steel to cast iron construction. There 
is some improvement in the general business outlook for 
the coming year. 

From the Brien Heater Company, Westfield, Massachusetts. 

The territory in New England and New York states is 
the principal territory for us, our sales this year being 
slightly greater. Defective installation is decreasing in spite 
of the fact that retailers are not familiar with its evils. Bet- 
ter grades of heaters appear to be in demand. Manufac- 
turers can help retailers increase their sales by nation-wide 
advertising of the merits of the warm air heater. In our 
opinion, cast iron is at least 10 percent better than steel. 
The smaller size warm air heaters are supplanting stoves to 
quite an extent. The average depreciation for warm air 
heaters is from 5 to 10 percent. The practice of consigning 
heaters to installers and dealers is very injurious. We find 
that steam and hot water installations are not affecting the 
warm air heating field as much as formerly and business 
for the coming year looks good. 

From an Ohio Manufacturer. 

Our sales this year are better than ever before, our 
principal territory being Ohio, Pennsylvania, Indiana, IIli- 
nois, and Michigan. Defective installation is decreasing, 
but warm air heaters of higher grades do not appear to be 
in more demand than cheap ones. We favor a National 
Campaign of Advertising but the present one does not meet 
our ideas. We are in favor of a steel radiator with cast 
iron for other parts. The “pipeless” heater is likely to in- 
jure the warm air heating field, because it is said by the 
dealers to accomplish much more than it really does, and 
the manufacturers encourage it. Do not believe in consign- 
ing warm air heaters because if the dealer does not want 
to buy then he is not the kind wanted. Steam and hot 
water installations are not affecting the warm air heating field 
as much as formerly, and we think the general business out- 
look good. 

From the Interstate Manufacturing Company, Oskaloosa, lowa. 

Our sales for 1916 are about 90 percent of those for 
1915, most of our business coming from west of the Mis- 
sissippi and north of the Missouri River. We think defec- 
tive installation is on the decrease as the dealers are getting 
more careful. In our opinion, the cheaper grades of warm 
air heaters still have the floor, but not from the dealers’ 
standpoint. Price to the consumer is what talks. We favor 
the National Campaign of Advertising exploiting the merits 
of warm air heating which is being conducted by the Na- 


tional Warm Air Heating and Ventilating Association and 
think manufacturers can help retailers increase their sales 
by advertising and co-operating to assist with each sale, in 
form letters to prospects. That with a steel radiator it is 
very essential that the bottom be made of cast iron, or it 
will soon rust out. The “pipeless” heaters are likely to in- 
jure the heating industry because they are recommended as 
accomplishing much more than they do. We have made 
some improvements in our warm air heaters during the past 
year and do not find that steam and hot water installations 
are affecting the warm air heating field as much as formerly. 
The business outlook for the coming year is good. 
From a Missouri Manufacturer. 

Our business this year shows 33% percent increase over 
that of last year, our sales coming mostly from east of the 
Mississippi. We think that retailers are pretty well ac- 
quainted with the evils resulting from defective installa- 
tion and better grades appear to be in more demand. We 
certainly favor the National Campaign of Advertising which 
is now being carried on by the National Warm Air Heat- 
ing and Ventilating Association. We prefer all-steel warm 
air heaters, but do not favor steel radiators with cast iron 
for other parts. Small size warm air heaters are being sub 
stituted for heating stoves to a great extent. We think the 
practice of consigning warm air heaters is sure to result in 
serious abuses that may be injurious to the entire trade. In 
our opinion, steam and hot water installations are affecting 
the warm air heating field as much as formerly, but our 
business outlook for the coming year is good. 

From Forest City Foundry & Manufacturing Company, 

Cleveland, Ohio. 

We have a 10 percent increase in our business this year, 
the Central West being our greatest sales producing terri- 
tory. Do not think retailers are familiar with the evils of 
defective installation, but better grades of heaters are in 
greater demand than poor ones. We greatly favor the Na- 
tional Advertising Campaign. In our opinion cast iron 
heaters are the best and we do not believe in a steel radia- 
tor. Small warm air heaters are being substituted for heat- 
ing stoves to quite an extent. The “pipeless” heater is likely 
to injure the warm air heating industry. The average per- 
centage of depreciation for warm air heaters over a period 
of years is 5 percent. Steam and hot water installations are 
not affecting the warm air heating field as much as formerly, 
and the prospects for the coming year are good—they never 
were better. 

From a Maryland Manufacturer. 

Unfortunately, our business this year is somewhat less 
than last year, our greatest sales being in the southern states. 
It is our opinion that the dealers who install warm air heat- 
ers are taking more care in their work than heretofore, and 
that better grades are in more demand. We believe that 
the National Campaign of Advertising is a good move. 
Manufacturers can help retailers increase their sales by im- 
pressing upon them the necessity of purchasing good heat- 
ers of the proper size and of doing good work. The cast 
iron heater will outlast the steel, though we favor a steel 
radiator. The “pipeless” heaters will do harm as the peo- 
ple will be induced to put them in because they are inex- 
pensive and then become dissatisfied in the results. The 
average percentage of depreciation is from 5 to 7% percent. 
We think consigning of warm air heaters to be injurious 
and do not do it. In the past year we have gotten out a 
new tubular low down warm air heater. In our opinion, 
steam and hot water installations are holding their own as 
many people do not think they are up-to-date unless they 
have steam or hot water. 

From a Prominent Illinois Manufacturer. 

There is a very pronounced increase in our sales this 
year. Jowa, Indiana and Illinois is our principal territory. 
By reason of a great many inexperienced men now taking 
up warm air heater installation it is increasing temporarily. 
However, this is conjecture rather than positive fact. Bet- 
ter warm air heaters will be in a greater demand as users 
become better informed. Manufacturers can help the re- 
tailers by general and direct advertising, also personal assis- 
tance of traveling representatives in working on prospects. 
We consider an all cast iron heater the best. The “pipe- 
less” heater is injuring the warm air heating field as too 
much is claimed by several manufacturers. The life of a 
good warm air heater is about twenty years, though it may 
vary a few years either way. The general business outlook 
for the coming year is quite satisfactory. 

From Giblin and Company, Utica, New York. 

Our sales this year are better than those of last year, 
our principal territory being the Western States. We think 
defective installation is decreasing, retailers as a whole being 
familiar with its results. In our opinion, better grades of 
heaters are in demand. We believe that smaller size warm 
air heaters are being substituted for heating stoves to quite 
an extent. During the past year we have improved our 
heaters by substituting cast for steel radiators. It seems tO 
us that in the East steam and hot water installations are 
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affecting the warm air heating field as much as formerly but 
the general business outlook for the coming year is good. 
From the Edwards Heating Company, Wellsboro, Pennsylvania. 

We find our sales are 30 percent better this year than 
last, our best business being in New York and Pennsylvania. 
Better grades of heaters appear to be in greater demand than 
the poorer ones. We certainly favor a National Campaign 
of Advertising. Manufacturers can help retailers increase 
their sales by sending out more good heating literature. We 
favor a cast iron warm air heater, as steel is not very durable. 
Our warm air heaters show an average depreciation of 5 
percent. We think the practice of consigning warm air heat- 
ers to installers likely to result in serious abuses that may 
be injurious to the entire trade. We have made some im- 
provements in our heaters during the past year for greater 
durability, and our general business outlook for the coming 
year is extra good. 

From a Prominent Indiana Manufacturer. 

We note an 80 percent increase in our sales this year 
most of them being recorded in the Central States.: We do 
not favor the National Campaign of Advertising in its 
present form. Manufacturers can help retailers increase their 
sales no more than they have been doing, as it has been car- 
ried to the point of abuse. The question should be: How 
can enough ambition and enthusiasm be implanted in the 
average dealer to make him help himself? We think that an 
all cast iron heater is the best. We think that the “pipeless” 
heater which is recommended to accomplish more than its 
ability is injurious to the trade. The practice of consigning 
warm air heaters is a poor one, because the dealer will work 
harder to sell goods that he must pay for. 


From a Michigan Manufacturer. 


Our sales this year have been larger than ever before, the 
Central West being our principal territory. Defective instal- 
lation is decreasing and warm air heaters are getting a better 
standing as a result. Retailers are becoming more acquainted 
with the evils of faulty installation, especially those who ap- 
preciate that service brings success, and manufacturers can 
best help them increase their sales by showing them how to 
give service. Cast iron is the only material for lasting re- 
sults, nor do we favor a cast iron heater with steel for the 
radiator. Smaller size warm air heaters are being substituted 
for heating stoves to a very large extent. The “pipeless” 
heater is very likely to prove injurious to the trade as it can- 
not fulfill one-fourth the claims that are made for it. The 
average yearly depreciation of a “real” warm air heater 
should be about 5 percent. We are constantly making minor 
changes in our heater for the better, and the general busi- 
ness outlook for the coming year is splendid. 

From the W. E. Lamneck Company, Columbus, Ohio. 

Our records show that our sales for this year are 66 percent 
higher than those of 1915. Columbus, Ohio, and a radius of 
about fifty miles around it is our territory. In our opinion, 
better grades of warm air heaters do not seem to be in more 
demand than cheaper ones. We are in favor of the National 
Advertising Campaign and think that if manufacturers would 
start a systematic educational campaign on proper installa- 
tion to the dealers it would greatly increase their sales. We 
think both steel and cast iron heaters are good, but do not 
favor cast iron with steel for the radiator. The average year- 
ly percentage of depreciation is 7 percent. Consigning is a 
poor policy. In our estimation, steam and hot water installa- 
tions are not affecting the warm air heating field as much as 
they did formerly, angl the general business outlook for the 
coming year is good. © 

From a Large New York Manufacturer. 

We record our greatest sales in the Middle and North 
West. Defective installation is decreasing. It seems to us 
that the medium grades of heaters are in the greatest demand, 
neither the very high nor the very low. In our opinion, both 
steel and cast iron warm air heaters are good, but we favor a 
cast iron warm air heater with a steel radiator for hard coal. 
The “pipeless” heater is injuring the warm air heating field 
because any business is affected when fake claims are made. 
We consign some warm air heaters to dealers and installers 
but do not think this is a good practice. The general busi- 
ness outlook for the coming year is good, but that does not 
mean that the warm air heating business is sharing as it 
should. 

From the Howard Stove Company, Ralston, Nebraska. 

There is a 300 percent increase in our business this year 
as compared with that of 1915, our greatest sales being in the 
Middle West. So far as we can judge, better heaters appear 
to be in demand. We favor the National Campaign of Adver- 
tising and think that the best way for the manufacturer to 
help the retailer increase his sales is to educate him. We do 
not favor the cast iron warm air heater with a steel radiator. In 
our estimation, the “pipeless” heater is very likely to injure 
the warm air heating industry. The practice of consignment 
is a nuisance, unbusinesslike, and demoralizing to this and 
kindred trades. Steam and hot water installation are not 
affecting the warm air heating field as much as they did 


formerly. The general business outlook for the coming year 
is good. 
From a Prominent Missouri Manufacturer. 

There is a 33% percent increase in our sales this year, 
coming largely from the territory east of the Mississippi. 
We cannot say much as to whether defective installation is 
decreasing or increasing but retailers are as a whole thor- 
oughly familiar with evils that result from this. It appears 
to us that better grades of heaters are in demand. We favor 
a National Campaign of Advertising. In our estimation, an 
all steel warm air heater is the best and we do not favor a 
cast iron heater with a steel radiator. Smaller size warm air 
heaters are being substituted for heating stoves to quite an 
extent. We think the practice of consigning heaters to in- 
stallers an injurious one and find that steam and hot water 
installations are affecting the warm air heating field as much 
as formerly. The general business outlook is good. 

From a Large Ohio Manufacturer. 

Our warm air heater business this year is about 30 per- 
cent less than that of last year, our greatest sales producing 
territory being in the Central part of the United States. 
Defective installation is increasing as dealers do not appear 
to be familiar with the evils of same. Better grades of heat- 
ers do not seem to be in more demand than cheap ones. The 
best way manufacturers can help retailers increase their sales 
is by personal assistance. In our estimation, steel and cast 
iron heaters are both good and we think a cast iron heater 
with steel radiator all right. Smaller size heaters appear to 
be substituted for heating stoves. The average percentage of 
depreciation for warm air heaters is not more than 5 percent 
a year. The practice of consigning warm air heaters to in- 
stallers is resulting in very serious abuses that may prove 
injurious to the entire trade. It seems to us that steam and 
hot water installations are affecting the warm air heating 
field as much as formerly and the coming year’s business 
outlook appears uncertain. 

From a Michigan Manufacturer. 

There is a 20 percent increase in our sales this year, most 
of our business coming from the Central West. It seems to 
us that retailers are fairly familiar with the evils of faulty 
installation. Better grades of warm air heaters are not in 
more demand than cheaper grades. We favor the National 
Campaign of Advertising. Manufacturers can help the re- 
tailers increase their sales by assisting them to lay out and 
figure work. In our opinion, the cast iron heater is the best 
and we do not favor cast iron with steel radiator unless the 
heater is of such a form that it is too expensive in all cast 
iron. Undoubtedly, smaller size warm air heaters are taking 
the place of heating stoves to quite an extent. The “pipeless” 
heater has already injured the warm air heating field by be- 
ing recommended to accomplish much more than its ability. 
A good heater will last from twenty to thirty years. The 
practice of consignment is & very poor one. 

From La Plant Company, Marshalltown, lowa. 

Our sales this year show a 20 percent advance over 1916. 
Most of our business comes from Iowa, Missouri, Nebraska, 
South Dakota and Minnesota. Many concerns take installa- 
tion jobs too low and have to rush them through, which re- 
sults in faulty installation. It seems to us that the cheap 
grades of warm air heaters are in the majority. Manufac- 
turers can help retailers increase their sales by going after 
consumers with follow-up letters. We favor all cast heaters, 
because heavy heating deteriorates steel quicker. Only in 
certain localities are steam and hot water installations affect- 
ing the warm air heating field as much as formerly. The 
general business outlook for the coming year appears to be 
good. 

From the Detroit Stove Works, Detroit, Michigan. 

There is a 50 percent increase in business this year and 
our sales comes from all parts of the country. Defective 
installation is decreasing though retailers are not as a whole 
familiar with the effects of this. There are quite a large 
number of warm air heater manufacturers who are not at 
the present time supporting the advertising campaign which 
is being conducted by the National Warm Air Heating and 
Ventilating Association. We believe every manufacturer in 
the country should put his shoulder to the wheel and help 
the campaign along. Cast iron heaters are best for soft 
coal and steel for hard coal. We believe the “pipeless” heater 
will not hurt the warm air heating industry to any great 
extent. Concerning the depreciation of a heater over a period 
of years, some users will burn a heater out in five years, 
others using it for twenty years. We have brought out a new 
line this year . The outlook for the business for 1917 is splen- 
did, and it is the opinion of the writer that warm air heater 
manufacturers will have all the business they can attend to, 
as they are having this year. 

From a Michigan Manufacturer. 

There is a 30 percent increase in this year’s business, the 
Middle West being our greatest sales territorv. Defective 
installation is decreasing, but retailers do not seem to know 
much about the evils resulting from this. Better grades of 
heaters do not appear to be in more demand than cheaper 
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grades at the present time. We favor the National Campaign 
of Advertising. The all steel heater is losing ground, but a 
cast heater with steel for the radiator is good for hard coal. 
Small warm air heaters are being substituted for heating 
stoves to some extent. Do not think the “pipeless” heater can 
injure the heating industry very much. The practice of con- 
signing very injurious to the entire trade. Steam and hot 
water installations are not affecting the warm air heating field 
as much as formerly. The general business outlook appears 
to be very good. : 
From a Large Ohio Manufacturer. 

There has been a 10 percent increase in our sales this year 
which are largely from the Middle West. Defective installa- 
tion is decreasing materially, but there is plenty of it yet. 
We are greatly in favor of the National Campaign of Adver- 
tising. Manufacturers can help retailers increase their sales 
by educating them in better installation. We favor only cast 
iron types. Smaller size warm air heaters are being substi- 
tuted for heating stoves to some extent. The practice of con- 
signing warm air heaters to dealers is a poor one and should 
be abolished. Steam and hot water installations are not 
affecting the warm air heating field as much as formerly, and 
the general business outlook for the coming year is very good. 

From an Illinois Manufacturer. 

Defective installation is not decreasing and will not while 
manufacturers seek to undersell and dealers to underbid each 
other. Good grades are not in demand. They have to be sold 
by strong effort. We favor the National Campaign of Adver- 
tising in principle but not in its manner of being conducted. 
Manufacturers can help retailers increase their sales by edu- 
cating the public in the fundamental principles of warm air 
heating. We believe cast iron heaters are much better than 
steel. The “pipeless” heater will positively injure the warm 
air heating trade. In fact, it has done so already. In our 
limited trade we are making some headway against boiler 
heating. The general business outlook is “freaky,” but prob- 
ably good. 

From a Large New York Manufacturer. 


There is a 10 percent increase in our sales for this year, 
our greatest returns coming from the Southeast. As a rule 
retailers are familiar with the evils resulting from defective 
installation. Better grades of heaters appear to be in greater 
demand than the cheap grades at the present time. We think 
steel and cast iron heaters both good if the proper fuel is 
used. The practice of consigning heaters to dealers and in- 
stallers an injurious one and therefore do not do it. We find 
that steam and hot water installations are not affecting the 
warm air heating field any more than in the past, and the 
general business outlook for the coming year is great. 


From a Prominent Illinois Manufacturer. 


Our best territory is the Middle West and there has been 
a 25 percent increase in this year’s sales. Installation is im- 
proving as installers are familiar with the evils resulting from 
poor work, but they frequently ignore it. Better grades of 
warm air heaters are in demand in interior towns and smaller 
cities, but not in big cities where the cheapest types are still 
the rule. We favor a National Campaign of Advertising but 
this should include a campaign against the manufacture and 
installation of “tissue paper” heaters. Manufacturers can 
help retailers increase sales by insisting on proper installa- 
tion and providing plans covering same. We think that cast 
iron heaters are best for soft coal and cast iron and steel 
combinations for hard coal. Concerning the average per- 
centage of depreciation for heaters, we have heaters in use 
for thirty years that are still giving good service. We think 
it poor policy to consign goods of any kind, much less 
heaters. 


From Gohmann Heater Company, New Albany, Indiana. 


Our sales of warm air heaters this year exceed those of 
last year by 200 percent. Our business is confined to territory 
tributary to Louisville, Kentucky. Installations in this vicin- 
ity have been defective as the very small warm air pipes are 
not sufficient to return air intake and separate pipes are in- 
stalled instead of trunk lines. Outside air ducts are also used 
and no attention is paid to humidifying the air. Dealers 
make no effort to use an air washing apparatus to arrest the 
dust and lint. The National Advertising Campaign, in our 
opinion, is the only way to combat the advertising used by 
the steam and hot water trust. Manufacturers can help re- 
tailers by employing competent salesmen to demonstrate warm 
air heating and to assist the dealers with prospective cus- 
tomers. A steel heater requires about twice as much fuel to 
heat a given space as a cast heater would need. The con- 
struction of the present form of steel heater robs the con- 
sumer of the best radiating surface by placing a fire brick 
lining in the firepot, as there is practically no heat radiation 
from this part of the warm air heater. Another fault is that 
the fire travel is too short and the heat has too direct a travel 
into the chimney. Small warm air heaters are being sold in 
large numbers as heating stoves of the high priced kind are 
not sold as easily as in former years. Sales of “pipeless” 
heaters in this territory are made by hardware stores and in- 


stalled by the stove crews. In many of the larger cities the 
ordinances regulating the installation of heaters prohibit their 
installation, as the requirement of sand being placed on top of 
a heater cannot be met on a “pipeless” job. A good warm air 
generator properly installed will depreciate about 5 percent 
per annum. We are adding an air washer and humidifier. 
Our opinion of the business outlook in this territory is good. 


From the S. J. Gardner Foundry and Machinery Company, New 
Albany, Indiana. 

Our sales are about the same this year as last. Retailers 
are becoming more familiar with the evils of faulty installa- 
tion, and better grades of heaters are in more demand than 
the cheaper ones. Manufacturers can help retailers increase 
their sales by advocating larger warm air heaters and better 
installation. We favor cast iron heaters because they last 
longer and are cleaner. The “pipeless” heater by being 
recommended to accomplish more than its ability will injure 
the warm air heating field but only for a short time. The 
average depreciation over a period of years is 5 percent. It 
seems to us that steam and hot water installations are not 
affecting the warm air heating field as much as formerly, and 
our business outlook is good. 

From the John Grossius Furnace Company, Cincinnati, Ohio. 

Our sales this year are better than 1914 and 1915, but not 
so good as the three previous years, our greatest business 
coming from West and Southwest. Retailers are not familiar 
with the evils of defective installations as they do not know 
the philosophy of heat ventilation. It seems to us that as the 
times grow better the demand for better grades of goods 
grow correspondingly. We believe in the National Campaign 
of Advertising. Manufacturers can help retailers by making 
only reliable goods. Cast iron heaters are the best, as steel 
will not stand the strain of fire and rust as well as cast iron. 
We favor a steel radiator with cast iron for other parts 
where it is removed from the fire on the top section of the 
heater. Smaller heaters are being substituted for heating 
stoves because of the demand for ventilation and sanitation. 
We do not think the “pipeless” heater will injure the warm 
air heating field, as it is like a headless editor, lawyer or 
doctor. We have heaters in constant use upwards of fifty 
years all over the country. Steam and hot water installations 
are not affecting the warm air heating industry as much as 
formerly because ventilation is demanded more every year, 
especially in homes, and the warm air heater both heats and 
ventilates when properly installed. The business outlook is 
very good for good apparatus. 

From Campbell Heating Company, Des Moines, lowa. 

Our sales for the present year show a small gain over 
those of last year, our most important territory being in the 
Mississippi Valley. In our opinion, retailers are not familiar 
with the evils resulting from defective installation. Adver- 
tising will not help without first revolutionizing the whole 
business. We suggest that manufacturers can help the retail 
trade increase their sales by cutting their warm heater ratings 
in two and getting on a sound basis. A good cast iron heater 
is better than a poor steel one, but cast iron is much inferior 
to good steel as to durability, gas tightness and every other 
way. “One lung” heaters are replacing the heating stoves. 
We think the “pipeless” heaters will injure the warm air heat- 
ing business because their field is extremely limited and they 
are attempting to take in the whole field. The practice of 
consigning warm air heaters to dealers is one of the worst 
business practices in connection with the heater business. The 
general outlook for the coming year is good. 

From R. C. Kyle, Columbus, Ohio. 

Our sales have increased 25 percent, coming mostly from 
Ohio, Indiana, Illinois and Iowa. Defective installation is 
not so bad as it formerly was, as retailers realize that good 
work pays. It seems to us that medium priced warm air 
heaters are looked for by both dealers and customers. Manu- 
facturers can increase retailers’ sale by advocating getting 
good profits and thereby making their business profitable. 
Steel will not last as long as cast iron, and as for a steel 
radiator with a cast iron heater, a chain is just as strong 
as its weakest link. The “pipeless” heater will not injure the 
heating business if it is sold by a conscientious dealer. It is 
better than a base burner, but not as good as a warm air 
heater. The average depreciation is 10 percent per year. 
During the past year we have improved our heaters by rab- 
beted joints for anchoring cement. The business outlook for 
the coming year is first rate. 

From the Borden Stove Company, Philadelphia, Pennsylvania. 

Our business this year shows a very healthy increase. 
In our territory, defective installation is decreasing, retailers 
employing more competent help than formerly, and we think 
this is due to the fact that they are taking much greater in- 
terest in warm air heating than ever before. The demand 
for high grade warm air heaters is increasing all the time. 
We are of the opinion that the conditions of locality regulate 
the relative merits of steel and cast iron heaters, although the 
all cast is growing more popular. Smaller size warm air 
heaters are being substituted for heating stoves. We do not 
favor the “pipeless” heater as its efficiency has not been satis- 
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factorily demonstrated. We are co-operating with the Na- 
tional Warm Air Heating and Ventilating Association in their 
National Campaign of Publicity and think it is the best way 
of increasing the retailers’ sales. 

From an Ohio Manufacturer. 

Our sales this year are better than those of last year. 
Defective installation, in our opinion, is increasing though 
the retailers are probably familiar with its evils. Better 
grades of heaters do not appear to be in more demand than 
cheaper ones. We think the principle of the National Cam- 
paign of Advertising to be right but don’t think much of the 
copy. We favor only cast iron heaters and no combinations. 
Smaller size warm air heaters and also larger sizes are being 
substituted for heating stoves to quite an extent. We are of 
the opinion that dealers are very conservative about selling 
the “pipeless” heaters. The practice of consigning is very 
injurious. During the past year we have improved our heat- 
ers by making a new firepot. The business outlook for the 
coming year is good. 

From an Indiana Manufacturer. 

There is a 15 percent increase in our business this year, 
the Central States being our greatest sales territory. De- 
fective installation is decreasing, retailers being well ac- 
quainted with its evil results. Better grades of heaters are in 
more demand than cheaper ones. We certainly are in favor 
of the National Campaign of Advertising. Manufacturers 
can help retailers increase their sales by promoting good serv- 
ice. We think cast-iron heaters superior to steel and do not 
favor a combination steel and cast iron heater. The “pipe- 
less” heater may injure the warm air heating industry by be- 
ing recommended to accomplish much more than its ability, 
but it depends on the honesty of the manufacturers. The 
average depreciation of heaters is 7 percent per year. We 
find that steam and hot water installations are not injuring 
our field as much as formerly, and the general business out- 
look for the coming year is good. 

From the Modern Way Furnace Company, Fort Wayne, Indiana. 

Our business has increased 300 percent this year, our 
heaviest sales running through the Middle West, Pennsyl- 
vania and Maryland. Defective installation still continues, 
but we believe it is rapidly on the decline, as retailers are 
just beginning to wake up. The National Campaign of Ad- 
vertising is a good thing. Manufacturers can help retailers 
increase their sales by good advertising, good sales letters, 
etc. We believe cast iron is the only kind, and think all-steel 
construction greatly on the decline. The “pipeless” heater is 
cutting a great hole in the warm air heating business. It is 
strictly a success, but is being handicapped by inferior makes. 
The average depreciation is about five to eight percent per 
year on a first class job. Consigning heaters is a mighty bad 
practice. Responsible dealers don’t ask it. Steam and hot 
water installations are not affecting the warm air heating 
field as much as formerly, and the general business outlook 
for the coming year is very good. 

From the McClary Manufacturing Company, London, Ontario, 
Canada. 

Our business has increased this year. Defective installa- 
tion is decreasing in some sections as the manufacturers’ cam- 
paigns for better installations are beginning to show results. 
We think the introduction of the one-register heater, which is 
looked upon as a cheap heater, has hindered the progress of 
the work of the National Warm Air Heating Association. 
Manufacturers can help retailers increase their sales by ap- 
pealing to the public through advertising, either directly or 
indirectly. The relative merits of steel and cast iron warm 
air heaters depend on fuel used and the district. We favor a 
cast iron heater with steel for the radiator. The “pipeless” 
heater is decidedly hurting the warm air heating industry and 
will continue to do so for a few years, until the public sees 
the folly of using it. We do not consign under any con- 
ditions and our business outlook for the coming year is good. 

From Moore Brothers Company, Joliet, Illinois. 

Our warm air heater sales are largely in excess of those 
of any previous year, our business coming from the entire 
Middie West. We think that warm air heater installers 
realize to a greater extent than ever before the necessity of 
good installation. Unfortunately, there still exists, especially 
in cities, what is known as the competition jobs, which are 
taken at so low a price that proper installation and proper 
equipment is impossible.’ The better grades of heaters are in 
demand, and the dealers are appreciating the value of better 
heaters. We heartily favor the National Campaign of Adver- 
tising, being members of the organization. Manu facturers can 
help retailers increase sales by giving the dealer the benefit of 
the manufacturers’ engineering departments for laying out 
his heating work and by co-operating with him so far as is 
possible on special jobs. We prefer cast iron to steel as it 
radiates more of the heat developed; its life is longer ; its 
joints safer and it is more economical. The “pipeless” heater 


is injurious to our industry because it is likely to be put into 
houses not adapted to it, where it will give poor results and 
the next heating apparatus put in will be steam. Conditions 
at the present time look fine for next year. 


We are told by 


od 


experts in prophesying that this country has before it a period 
of unprecedented business. 
From a Michigan Manufacturer. 

_ Our business has increased 20 percent, sales mostly com- 
ing from the Central West. Retailers are’more familiar now 
with faulty installation than ever before. Manufacturers can 
help retailers increase sales by helping them to figure and 
lay out work. We favor the all-cast iron heater and no steel 
radiator unless of such a form as to be too expensive in all 
cast. Small warm air heaters are undoubtedly being substi- 
tuted for heating stoves. A good heater, in our Opinion, 
should last from twenty to thirty years. The outlook for the 
coming year 1s uncertain. 


From Standard Furnace & Supply Company, Omaha, Nebraska. 

Our business has increased 40 percent during the past 
year. Defective installation is decreasing very fast in this 
locality, the majority of dealers being thoroughly familiar 
with its evils. The better grades of heaters are in demand 
more each year, except in the large cities and even there they 
are using better heaters than formerly. We favor a national 
campaign of advertising but do not agree with the National 
Warm Air Heating and Ventilating Association’s methods of 
installation or their instructions for figuring and installing. 
We co-operate with our dealers by advertising in the daily 
city papers and in the farm journals as well as by making 
plans and figuring estimates, writing direct to their prospects, 
etc. We do not favor combination steel and cast iron. The 
“pipeless” heaters are hurting the warm air heating trade to 
some extent because of the ridiculous claims made for them. 
On the other hand, we believe it is injuring the stove busi- 
ness more. The average depreciation in high grade heaters 
is 5 percent per year. We believe the general business out- 
look for 1917 is good, but are somewhat fearful that the high 
prices of material are going to retard the business. 

From Charles Smith, Chicago, Illinois. 
_ The retailers are familiar with the evil effects of faulty 
installation but they figure too low to do good work. Manu- 
facturers can help retailers increase sales by not talking about 
the poor grade of their competitors’ goods. Both steel and 
cast iron are good when properly installed, but I do not favor 
a combination. The “pipeless” heater is a fad. Manufac- 
turers who should have known better have fallen into the 
trap and now regret it. Concerning the depreciation of heat- 
ers, I know of hundreds that have been in constant use for 
forty years and are still good. The general business outlook 
for the coming year is good for the optimist and bad for the 
pessimist. 
From a Wisconsin Manufacturer. 

Defective installation is decreasing in Milwaukee on ac- 
count of the municipal permits and inspections, but it varies 
in the rest of our territory according to the class of, trade. 
However, in most cases retailers are familiar with its evils. 
Among consumers there is a demand for better grades of 
heaters, and if dealers exerted a greater amount of salesman- 
ship the sales of those of higher quality would greatly ex- 
ceed the cheaper grades. As long as the associated label may 
be attached indiscriminately to any heater regardless of its 
lack of quality, we cannot actively co-operate with the Na- 
tional Warm Air Heating and Ventilating Association. We 
think a soft coal burner should be supplied with cast iron 
radiators. The average depreciation is between 5 and 8 per- 
cent per year. We are optimistic regarding 1917 and believe 
it will continue above normal in most territories. 

From the Summit Stove Works, Morrison, Illinois. 

Defective installation is decreasing, retailers being fa- 
miliar with its evils. Better grades of heaters are in demand. 
Manufacturers can help retailers increase sales by sending 
literature to prospects. We prefer cast iron heaters. It seems 
to us that steam and hot water are not affecting the industry 
as much as formerly, and the business outlook is good. 

From a New York Manufacturer. 

Defective installation is decreasing gradually, retailers 
having become better educated and: realizing their responsibil- 
ity more. Manufacturers can help retailers increase their 
sales by cooperating with the National Campaign of Advertis- 
ing. We prefer the combination steel and cast iron heaters. 
In our opinion, the “pipeless” heater is not injuring the warm 
air heating trade at all. The outlook for the coming year is 
good. 

From a Michigan Manufacturer. 

Our business this year is better, Michigan, Indiana, Ohio 
and Illinois being our greatest sales territory. It seems to us 
that most retailers do not know a good job when they see it. 
Better grade heaters appear to be demanded, except the “one- 
lungers.” The “pipeless” heater is very injurious to the warm 
air heating industry and every “pipeless” failure is a boost 
for steam and hot water. The business outlook for the com- 
ing year is good. 

From an lowa Manufacturer. 

Defective installation is decreasing in rural districts but 
increasing in the cities. Manufacturers can help retailers in- 
crease sales by refusing to sell direct or to incompetent agents. 
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Cast iron heaters are besi because they are the longest lived. 
It seems to us that the “pipeless” system should be exposed 
as a joke. The practice of consigning heaters is a very in 
jurious one. Steam and hot water are not affecting the trade 
as much as formerly, and the coming year looks good. 


From Northwestern Furnace & Supply Company, Minneapolis, 
Minnesota. 


There has been a 50 percent increase in our business in 
1915. We think the average dealer in this territory is incom- 
petent to install heaters. In the country districts better 
grades of heaters are in demand, but in the cities they are not. 
Manufacturers can help retailers increase their sales by re- 
fusing business unless on a basis that will work out satis- 
factorily. For hard coal we favor a steel radiator with cast 
iron for other parts, but not for soft coal. The practice of 
consigning will most decidedly injure the heating industry 
and we will not do it. The business outlook for the coming 
vear is good. 

From the Oakland Foundry Company, Belleville, Illinois. 


There is a 100 percent increase in our sales this year, and 
we think that defective installation is decreasing. The Na- 
tional Campaign of Advertising is a good thing. Manufacturers 
can help retailers increase their sales by direct advertising. 
We regard cast iron heaters far superior to steel, as steel 
will invariabiy rust and burn through. The average deprecia- 
tion is 5 percent per year for all cast. During the past year 
we have added several improvements to our line, and the 
coming year’s business outlook is fine. 


From the Rudy Furnace Company, Dowagiac, Michigan. 


Our greatest sales come from the Middle West. It 
seems to us that retailers do not seem disposed to improve 
their opportunities to become more practical. Warm air 
heaters of better grade are decidedly in more demand than 
cheaper ones at the present time. Manufacturers can help 
retailers increase their sales by giving prospects more intelli- 
gent ideas of the practical results a good warm air heater will 
give. Cast iron alone will withstand continued heavy firing, 
and we do not favor the combination cast and steel. The 
average depreciation is 10 percent per year. The harmonious 
work of the National Warm Air Heating and Ventilating 
Association may be entirely nullified by the practice of con- 
signing. Warm air heating is gaining over steam and hot 
water. . 

From V. A. Smith Company, 213 West Lake Street, Chicago. 


Our sales this year are about the same. Defective instal- 
lation is increasing because retailers are not familiar with its 
evils. We think cheaper. grades of heaters are in more de- 
mand at the present. Smaller size heaters are being substi- 
tuted for stoves to quite an extent. The practice of consign- 
ing, we think, is a very injurious one. During the past year 
we have made many changes in our heaters, and the general 
business outlook for the coming year seems fair. 


From Isaac A. Sheppard Company, Philadelphia. 


Better grades of heaters appear to be in more demand 
than formerly. We favor steel heaters for hard coal and cast 
iron for soft coal. A steel radiator with cast iron for other 
parts is all right. Smaller size warm air heaters are being 
substituted for heating stoves to some extent. We think that 
of late there has been a slight reaction in favor of warm air 
heating over that of hot water and steam. 

From an Ohio Manufacturer. 

Defective installation is decreasing. We favor a National 
Campaign of Advertising but the present one does not meet 
our ideas. We like steel radiators with cast iron for other 
parts. It appears to us that “pipeless” heaters are being in- 
stalled by dealers to quite an extent and encouraged by manu- 
facturers. Consigning should never be done. If the dealer 
will not buy heaters he is not the kind wanted. The business 
outlook is good. 

From an Indiana Manufacturer. 

We think defective installation is decreasing. The Na- 
tional Campaign of Advertising is very helpful. Manufac- 
turers can help retailers increase sales by prompt shipment. 
We prefer all cast iron heaters as they last longer. The prac- 
tice of consigning does not necessarily have to result in injury 
to the trade. The business outlook for the coming year- is 
good. 


+> 


The two most important matters in connection with 
the construction of buildings are ventilation and heat- 
ing. I have placed that of ventilation first, for the 
reason that there is no other agency so absolutely 
necessary for the maintenance of bodily health and 
vigor as a plentiful supply of pure air—E. R. Pritch- 
ard, Chicago. 





LETTERS FROM INSTALLERS OF WARM AIR 
HEATING APPARATUS. 





We publish herewith some of the many letters re- 
cently received from installers of warm air heaters. 
It will be found by studying these letters that al- 
though progress is somewhat slow the installers show 
a more general appreciation of the vital importance of 
proper installations and careful work. jAnother in- 
teresting and important point is the fact that so many 
of the installers are actively cooperating with the 
advertising campaign being conducted by the Na- 
tional Warm Air Heating and Ventilating Association 


—are spending their own money to boost the business: 
Abbey Sheet Metal Works, Chicago, IIlinois. 

Our sales this year are well above those of 1915, better 
grades of heaters being in demand. Manufacturers can help 
retailers increase sales by advertising fresh air heating. 
Concerning relative merits of steel and cast iron heaters, 
steel will heat quicker and burn out quicker, while cast iron 
that is hot stays hot. Steam and hot water are affecting the 
warm air heating industry as much as formerly. We are co- 
operating with the National Campaign of Advertising. 

Acuff Sheet Metal Works, Wichita, Kansas. 

Our warm air heater sales are 50 percent better this 
year than last. It seems to us that better grades of heaters 
are in demand now than in former days. In our opinion, 
all-steel, brick lined heaters are the best. We are members 
of the National Warm Air Heating and Ventilating Associa- 
tion and are co-operating with their National Campaign of 
Publicity. 

F. C. H. Adams, Clay Center, lowa. 

Our sales this year are 25 percent better; defective in- 
stallation is decreasing as retailers employ more efficient 
help than formerly. Manufacturers can help retailers in- 
crease sales by having “write-ups” in journals and farm 
papers on healthful heating of homes. We think cast iron 
furnishes more steady heat and has better lasting qualities. 
Steam and hot water installations are not affecting the warm 
air heating field as much as formerly. National Campaign 
af Advertising a good thing, and are doing all we can to 
lelp it. 

' Andersen and Nelsen, Ringsted, lowa. 

We think that manufacturers can help retailers increase 
their sales by sending out men that know the heating game 
thoroughly. We prefer an all-steel warm air heater, as we 
never knew a cast iron heater that did not leak gas. The 
“pipeless” heater will injure the warm air heating trade for 
a time, but don’t think it will last long. Concerning steam 
and hot water installations, can say that we have not had 
any competition in this line. 

A. V. Belden, Wilmot, South Dakota. 

Retailers are employing more efficient help than in the 
past. Manufacturers can help retailers increase sales by not 
charging such high prices for their goods. It seems to me 
that steam and hot water installations are not affecting the 
warm air heating field as much as formerly. 

W. M. Bivens, Ottawa, IIlinois. 

Defective installation is decreasing, as retailers see the 
wisdom of employing competent help. Manufacturers can 
help retailers increase sales by employing traveling salesmen 
that are experienced and that can refer back to successful 
records as installers. I think the cast iron heater is no com- 
parison to low carbon plate heaters. I have found that where 
the “pipeless” hurt me in 1915, it was a benefit to me this year. 
Of late I have heard quite a lot of complaint among the 
steam and hot water men, because they feel that warm air 
heating is beginning to lead. 

G. W. Bloomer, Winfield, lowa. 

Better grades of heaters appear to be in demand now 
than formerly. I favor either an all-cast or all-steel heater, 
but not a combination. The “pipeless” heater has injured 
the heating trade and it seems to me that steam and hot water 
installations are injuring the industry as much as_ they 
ever did. 

An Illinois Installer. 

Defective installation is on the decrease, mainly because 
retailers are employing good help. In our opinion, the cheap 
heater is in greatest demand. Manufacturers can help re- 
tailers increase sales by protecting the dealer and not selling 
direct, as some do. We favor an all-cast iron heater. We 
are co-operating with the National Campaign of Advertising. 

S. J. Beard, Republic, Ohio. 

Better grades of heaters are the vogue right at the pres- 
ent time, and we prefer the all-cast iron, as we do not be- 
lieve in the cast iron heater with steel radiator. Smaller size 
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warm air heaters are not being substituted for heating stoves 
to any great extent. 
churches or business rooms. 

An Illinois Installer. 

Our sales this year are about 15 percent less, due to the 
strike. As to defective installation we can’t see any im- 
provement even if retailers are employing more competent 
help. Manufacturers can help retailers increase sales by sell- 
ing to the trade only and only selling to practical installers. 
We think cast iron heaters much superior to steel. The Na- 
tional Campaign of Advertising is a good thing, and we are 
co-operating. 

Cc. W. Billmeyer, Onsted, Michigan. 

Manufacturers can help retailers increase sales by sug- 
gesting the proper methods of installing. We only favor steel 
radiators in some instances. Think the “pipeless” heater very 
injurious to the warm air heating industry. It seems to us 
that the steam and hot water installations are not affecting 
the warm air heating field as much as formerly. 

A Nebraska Installer. 

Our sales have increased about 30 percent this year. De- 
fective installation is decreasing, and retailers are becoming 
more familiar with its evils, therefore employing better help. 
Manufacturers can help retailers increase sales by eliminating 
cheap heaters. We favor cast iron heaters and would not 
even consider cast iron with steel radiator. 

Corker and Yaple, Burlington Junction, Missourl. 

Good grades of heaters are more sought after now than 
poor ones. Manufacturers can help retailers increase sales by 
personal letters to prospects and by advertising in national 
and local papers. We prefer cast iron as it will stand more 
abuse. To a certain extent “pipeless” heaters will injure the 
warm air heating industry, but as they do not give satisfac- 
tion, they cannot last. Steam and hot water are affecting 
trade as much as ever. 

W. A. Covell and Son, Waterloo, lowa. 

Our sales have doubled this year. We think defective 
installation is increasing. Manufacturers can help retailers 
increase their sales by advertising more in local newspapers 
and sending out catalogs, folders, etc. We prefer the cast 
iron heater and think it three to one the better seller. 

G. A. Chester, Downer’s Grove, Illinois. 

We sell more good grade heaters than poor ones, and 
think that manufacturers can help retailers increase their 
sales by manufacturing and advertising an article that they 
can stand back of. We think steel heaters if constructed on 
right principles of heavy material will last as long as cast 
and will not leak gas. Cast heaters with steel radiators in- 
variably leak, because they cannot get tight joints. We co-op- 
erate with the National Campaign of Publicity. y 

George Collier and Son, Farmer City, IIlinols. 

We think defective installation is increasing. Setter 
grades are sought by owners and the merchants would rather 
sell them. Manufacturers can help retailers by selling to 
men of principle but this can’t be done because then manu- 
facturers would have to shut up their shops. We favor cast 
iron heaters. The “pipeless” heater will increase business in 
the warm air heating industry. If it is of the proper size 
and is properly installed it is just as good as pipe jobs. 

A. E. Detwiler, 4012 Cottage Grove Avenue, Chicago, Illinois. 

Manufacturers can help retailers increase their sales by 
getting next to the daily papers and having the truth pub- 
lished in the news columns occasionally. I prefer a cast iron 
heater with a steel radiator to any other kind. In my terri- 
tory warm air heaters are not being substituted for heating 
stoves. Apartment buildings are the rule here. 

Jay Dillenback, East Rochester, New York. 

Heaters nowadays are so high that the cheapest one 
seems to appeal to the customer. Manufacturers can help 
retailers increase their sales by merely establishing one agency 
in a community and stick to that one agent, having the agent 
send in prospective customers’ names and addresses, so that 
the manufacturers can send them series of letters. In this 
locality steam and hot water installations are rapidly falling 
off for residence purposes. 

An Installer in Minnesota. 

We believe better grades are preferred to the cheaper 
ones, and think manufacturers can help retailers increase 
sales by advertising as the hot water and steam people do. 
In our territory there is no one who believes that a “pipe- 
less” heater will heat a house of six or seven rooms satis- 
factorily; therefore, we believe it cannot injure the heating 
industry. , 
E. L. Davis, Carrollton, Iilinois. 

My business is 75 percent better this year. I prefer cast 
iron heaters because they do not rust out. Do not think the 
“pipeless” heater will injure the warm air heating industry, 
as I have been taking them out and installing pipe heaters. 

Herman Deuth, Alexis, IIlinols. 

Manufacturers can help retailers increase their sales by 
having the salesmen spend at least a week or ten days with 
their dealers. My best trade is for an all steel warm air 


‘ 


We only install “pipeless” heaters in’ 


heater, because they last longer and are less apt to leak gas. 
I am co-operating with the National Campaign of Publicity. 
An lowa Installer. 

Cheaper grades of heaters are in demand at the present 
time. Manufacturers can help retailers to secure more busi- 
ness by specializing on fewer and better heaters and cutting 
out the “pipeless” heater. Prefer cast iron heaters, as they 
are more durable. 

W. Dewhurst, 845 Manchester Street, San Francisco, Callfornia. 

Defective installation is increasing because of the un- 
scrupulous sale of heaters to incompetent men. On account 
of competition, the cheap heater is offered for sale. Manu- 
facturers can help retailers increase their sales by insisting 
that only skilled labor be employed. Prefer cast iron heaters, 
though all other parts being equal, a steel radiator is good. 

Ebert Hardware Company, Fredericksburg, lowa. 

Defective installation is decreasing as more competent 
help is being employed. We prefer steel heaters for dry 
cellars and cast for all others. We do not favor combination 


steel and cast. 
V. B. Edie, Dover, Ohlo. 


My sales of heaters this year are twice as large as last 
year. I believe better grades of heaters are in demand. Manu- 
facturers can help retailers increase their sales by standing 
back of their heaters. I prefer the steel warm air heater. 
[n my territory, steam and hot water installations are almost 


unheard of. 
H. A. Egelin, Jefferson, Ohlo. 


Sales this year are about 50 percent better than those of 
last year. Manufacturers are helping retailers increase their 
sales by the present advertising campaign and I am doing all 
I can to co-operate with them. I prefer steel heaters for hard 
coal and cast for all others. I have been installing quite a 
few “pipeless” heaters, using gas for fuel. 

E. W. Ebert, 1030 North Park Street, Fremont, Nebraska. 

I believe warm air heaters are being installed better each 
year, as retailers and their help know more about heating 
than they did in the past. Better grades of heaters sell best 
if true merits of quality are properly presented. Retailers’ 
sales can be increased if manufacturers have travelers that 
properly understand warm air heating. I favor a steel radiator 
in a cast heater if it is used for hard coal only. In this ter- 
ritory the “pipeless” heater is hurting no one. Am co-op- 
erating with the National Campaign of Publicity in a limited 
way. 

E. J. Ferguson, Dixon, IIlinois. 
Defective installation is decreasing as better material and 
heaters are being used. With us better grades are in demand. 
Cheap ones do not sell at all. Manufacturers can help retail- 
ers increase sales by seeing that they install larger sizes, with 
large pipes and at least an equal volume of return cold air. 
We recommend only cast iron heaters, as steel rusts out badly 
in the summer time, especially in damp basements. We are 
selling a number of small warm air heaters for heating three 
or four rooms on the first floor, instead of using stoves. The 
“pipeless” heater is a joke for heating a residence, but 1n one- 
room churches, school houses or residence it will work with 
some degree of success. 

C. H. Feldman, St. Peter, Minnesota. 

Defective installation is decreasing and better grades of 
heaters are in demand. I prefer the cast iron heaters. It 
seems to me that steam and hot water are not affecting the 
warm air heating industry as much as formerly; I am co- 
operating with the National Campaign of Advertising. 

W. H. Fennell, Saltsburg, Pennsylvania. 

Setter grades of heaters seem to be in demand. Manu- 
facturers can help retailers increase sales by advertising. In 
my opinion, steel is the best heatery Don’t think the “pipe- 
less” heater will injure the trade in any way. 

The Falls Roofing Company, Cuyahoga Falls, Ohio. 

Local advertising by manufacturers using the dealers’ 
name is the best way of helping them increase orders. Most 
everything in this territory is cast iron, but we believe there 
is a good opening for steel if it could be purchased at a price 
equal to cast iron, for most steel heaters with a good repu- 
tation are too expensive; we are co-operating with the Na- 
tional Campaign of Advertising. 

Gus Goebel, 128 West Wooster Street, Bowling Green, Ohlo. 

3etter grades of heaters would be in more demand if 
dealers would push them. Manufacturers can help retailers 
increase sales by not selling to dealers who believe in cheap 
competition. The only defense for steel is that it heats very 
quickly, but we do not favor it for soft coal. I am not co-op- 
erating with the National Campaign of Advertising as I do 
all my own advertising and do not cater to cheap jobs. 

An Illinois Installer. 

Some dealers still talk price in installing, while others 
talk quality. Where men are building homes for themselves 
price is no object, but when it is for tenant houses, price 
plays an important part. Manufacturers can increase the 
sale of dealers by selling to competent ones only. We be- 
lieve in the all-cast heater. 
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F. J. Genser and Son, Higginsville, Missouri. 

Cast iron heaters are best, as they last longer, retain heat 
better and withstand rust. The “pipeless” heater will injure 
the heating industry to some extent. 

An Installer In Illinois. 

It seems to me that good heaters have the preference. 
Manufacturers can help retailers increase sales by rating 
heaters at their actual heating capacity and insisting upon 
installation according to the most approved methods, thus 
weeding out incompetent installers. Cast iron is most 
durable, as steel is more liable to corrode. 

A. F. Gross, Elma, lowa. 

Manufacturers can help retailers increase sales by in- 
sisting on the dealers not cutting prices. I prefer the cast 
iron heaters. To some extent, small warm air heaters are 
taking the place of stoves. In my opinion the “pipeless” 
heater is resulting in much harm. During the past few 
years the warm air heater has had the preference over steam 
and hot water installations in this territory. 

F. R. Graham Hardware Company, Durango, Colorado. 

We push the very best grades. Manufacturers can help 
retailers increase sales by giving real values in castings and 
true heating capacities. Steel heaters will not stand the 
regular usages. Believe the “pipeless” system very unprac- 
tical and do not think it can injure the industry in any way. 
In this section warm air heating is triumphing over steam 
and hot water installations. We are cooperating with the 
National Campaign of Advertising. 

E. E. Holtkamp, Houston, Texas. 

Advertising is the best way for retailers’ sales to be 
increased by manufacturers. Believe steel radiates more 
quickly, but the cast iron is more durable. Think the “pipe- 
less” heater will help the warm air heating trade. I am co- 
operating with the National Campaign of Advertising. 

Hostetler and Pershing, Sugar Creek, Ohlo. 

Defective installation is decreasing. Manufacturers can 
help retailers increase their sales by advertising. We think 
that at least the lower parts of the heater should be of cast 
iron and a cast heater with a steel radiator makes a good 
combination. In our locality, steam and hot water installa- 
tions are affecting the warm air heating field as much as ever. 

The Hanlin Hardware Company, Hutchinson, Kansas. 

Our sales this year are about the same as ever. De- 
fective installation is decreasing. In our opinion, better 
grades of heaters are not in more demand than the cheaper 
ones. We see no difference between steel and cast iron 
heaters, and think the “pipeless” heater will injure the heat- 
ing trade to some extent. 

An Installer In Illinois. 

Manufacturers can help retailers increase sales by em- 
ploying salesmen who understand heater installation. I do 
not favor a cast iron heater with a steel radiator. There are 
not many small warm air heaters being substituted for stoves 
in this territory. I find that steam and hot water installa- 
tions are not affecting the warm air heating industry as 
much as before. 

L. R. Hammann, Decatur, IIlinols. 

Private home owners demand better heaters, but the 
general contractors want cheap ones. One way in which 
manufacturers can help retailers increase sales is to sell 
only to responsible, experienced dealers and not to every 
would-be installer. We prefer the cast iron heater. 

An Iilinois Installer. 

Our sales this year are far in excess of those of last 
year. Retailers are learning more about good installation 
and won’t let incompetent help install jobs. Manufacturers 
can help retailers increase sales by advertising in the mag- 
azines and papers that get to the consumer, and not only in 
the trade journals. We believe steel and cast iron heaters 
both to be good. Think the “pipeless” heater is all right for 
open rooms, but not much good as a residence heater. 

A Michigan Installer. 

Think steel and cast iron heaters equally good if steel 
is made of heavy material. Smaller warm air heaters are 
being substituted for stoves to quite an extent. Do not be- 
lieve the “pipeless” heater will injure the warm air heating 
industry. We cooperate with the National Campaign of 


Publicity. 
Joseph E. Hug, Norwalk, Ohlo. 

It seems to me that better grades of heaters are being 
used at present. I do not favor the combination steel and 
cast iron heaters. In my territory, the “pipeless” heater is 
not affecting the heating industry to any extent, and steam 
and hot water installations are not as prominent as they 
were. 

Frank B. Higgins, 408 North 11th Street, St. Louls, Missourl. 

Our sales this year have increased. In St. Louis better 
grades of heaters are in demand. Manufacturers can help 
installers increase their sales by keeping out of the retail 
business themselves. We prefer the cast iron heater. As 
far as we know, no small warm air heaters are being sub- 
stituted for heating stoves in St. Louis. We believe that 


steam and hot water installations are affecting the warm air 
heating field more at this time than ever. 
Arthur L. Henschen, 109 North Bluff Street, Joliet, IIlinois. 

I think better grades of heaters are in demand. Manu- 
facturers should sell to dealers only and not do the install- 
ing themselves, as is the case in this territory. I prefer the 
cast iron heaters. Think warm air heating is holding its 
own, for there are several large residences under construc- 
tion that will be heated with warm air.* I am not cooper- 
ating with the National Campaign of Publicity, but am will- 
ing to do so. 

L. N. Hoover, Milroy, Pennsylvania. 

A better class of work is being done now than formerly. 
Manufacturers can help retailers increase their sales by 
advertising cooperatively and by direct correspondence to 
prospects furnished, but the letters must be live material, as 
well as the advertising. Cast iron heaters are undoubtedly 
superior to steel, being equal in heating power and more 
durable. In this section, steam and hot water installations 
are on the increase. 

Edward Hesselschwerdt, Philo, I{linols. 


The warm air heating business is not so good this year, 
defective installation being on the increase, as retailers 
do not employ competent help. Better grades of heaters are 
in demand and manufacturers can help retailers by licensing 
the mechanic. Both steel and cast iron are good heaters, but 
steel deteriorates more quickly. I do not believe in in- 
stalling a heater with single stacks in the wall and am an 
advocate of the contract. This should be made out speci- 
fying just how the job is to be installed, about what time 
the work is to be done, the price of same and when and how 
it should be paid. A paid job works much better than one 


that is not paid. 
A Nebraska Installer. 


The medium priced heater is in demand in this terri- 
tory. We prefer either an all-cast iron heater or an all-steel, 
but not both materials in one heater. It seems to us that 
steam and hot water are not affecting our business as much 
as before. We are cooperating with the National Campaign 


of Publicity. 
Joseph Harmon, Duluth, Minnesota. 


Owners are installing only good heaters, but contractors 
purchase the cheaper grades. Manufacturers should not sell 
their goods to incompetent men and to catalog houses, nor 
“knock-down” jobs ready to put up. I favor either all-steel 
or all-cast, and the firepot should be larger at the bottom 
than at the top. Steam and hot water systems are affecting 
the warm air heating field as much as formerly, because the 
manufacturers of these are working to that end. 

Charles Hahn, 5142 Dakin Street, Chicago. 

I bélieve that next to faulty installation the ignorance of 
the user in firing is to blame for the “black eye” warm air 
heaters get. Some leave ashes under to keep the grate from 
dropping and others have a firepot full of ashes with only a 
little fire in the middle, the sides of the firepot being ice 
cold. Manufacturers should invite the users to write for 


firing instructions. 
An Illinois Installer. 


Better heaters are in demand all the time, except in small 
residences. We favor all-steel, for it has given the best 
satisfaction in this territory for the last twenty-five years. 
We are cooperating with the National Campaign of Ad- 
vertising. 

The Herrington Hardware Company, Herrington, Kansas. 

Better grades of heaters appear to be in greater demand. 
We favor the all-cast iron heater. In our territory, small 
warm air heaters are not being substituted for heating stoves 
to any great extent. Steam and hot water installations are 
affecting the warm air heating field as much as formerly. 

Frank Ihde, Clyman, Wisconsin. 


Consumers in this territory rely upon the installer as to 
the grade of heater to buy, and I always try to sell a good 
grade, because one of that kind sells another. If manufac- 
turers would write letters to prospects and the retailers keep 
after them, sales are sure to result. I prefer the cast iron 
heater, though steel is largely used here. The heating stove 
business here is very poor, many people buying warm air 
heaters instead. I have sold many “pipeless” heaters and they 
are doing good work. The mistake is made when retailers 
install them in large houses. Warm air heaters are more 
popular than steam and hot water in this territory. I am 
cooperating with the National Campaign of Advertising. 

The Johnson Furnace Company, Kansas City, Missourl. 

Our sales have increased 25 percent this year. Defective 
installation is decreasing, though as a rule retailers do not 
employ competent help. Manufacturers should help retailers 
increase sales by educating them on overhead expense. Pre- 
fer cast iron heaters, as they can be repaired more econom- 
ically. We are cooperating with the National Campaign of 
Advertising. 

J. L. Kinsell, Mount Ayr, lowa. 

I think cheaper heaters have the preference in this terri- 

tory. Advertising is the best way to help the retailers in- 
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crease their sales and that is what the manufacturers should 
do. I prefer the all-cast heater. It seems to me that steam 
and hot water are not affecting the warm air heating field 
as much as formerly. I am cooperating with the National 
Campaign of Advertising. , 

Kidney and Ryan, Geneseo, Illinois. 

The warm air heater business is the same this year as it 
was last. I think defective installation is decreasing, but 
retailers are not employing more competent help than they 
did formerly. 

M. Ludwig, Albany, Oregon. 

My warm air heater sales are less this year owing to 
financial depression. Manufacturers can help retailers in- 
crease sales by mailing literature to prospective buyers. I 
prefer the steel heater, but think a steel radiator with cast 
iron for other parts all right. 

James H. Lane, Grand Junction, Colorado. 

I have found that the better grades of warm air heaters 
are always in more demand. Manufacturers can help retail- 
ers increase their sales by placing their agency only with com- 
petent mechanics, using good material in their heaters, grind- 
ing the doors to fit absolutely tight, as well as to putty all 
joints and by not skimping on iron. I prefer the all-cast 
heater. Warm air heating installations are gaining over 
steam and hot water. 

Lauer Brothers, Lincoln, Illinois. 

Our sales this year have doubled. Defective installation 
is decreasing in this territory, for every dealer has competent 
help. Our customers tell us that they do not want a cheap 
heater, but a good one and are willing to pay for a good job. 
The “pipeless” heater has not affected our trade. Most 
people are afraid of it, and we have not tried to push it. 

The McQuesten Hardware Company, Muscatine, lowa. 

Manufacturers can help retailers increase sales by keep- 
ing the prices as low as possible and increasing the quality 
of the goods. We think all-steel heaters are a thing of the 
past, but combined steel and cast, with proper joints and 
weights, give good results. Believe the “pipeless” heater will 
have no evil effect upon the warm air heating trade. 

The Michael Heating Company, Denver, Colorado. 

Manufacturers should pay more attention to the men 
to whom they sell their heaters. They sell to men who do 
not understand installing and, to our minds, installation is 
the most important thing. We have installed a great many 
small warm air heaters in place of heating stoves. The 
“pipeless” heater has not made any headway in this section, 
and has not injured our regular trade. Steam and hot water 
systems are greatly used in this territory. 

F. H. Meneley, Catlin, Ilinols. 

I can see no change in the situation concerning defective 
installation. Better grades of heaters appear to be in more 
demand now. It seems to me that steam and hot water are 
affecting the field more than ever. I am not cooperating with 
the National Campaign of Advertising. 

An Ohio Installer. 

Manufacturers should stand by their guarantee, so that 
the retailers may not fear to talk good quality. I favor all- 
cast heaters. The “pipeless’ heater would injure the warm 
air heating field if it were satisfactory as there is less ex- 
pense. Hot water and steam are not as popular as warm 
air here. 

J. Malarskl, 4749 Cottage Grove Avenue, Chicago. 

Manufacturers can help retailers increase sales by adver- 
tising, as warm air heating is healthier and gives quicker 
service than steam heat. The relative merit of steel and 
cast iron heaters is a question of durability, but has no effect 
on service. Steam and hot water installations are affecting 
the warm air heating field to some extent, owing to larger 
buildings. 

F. G. Maihack, Rock Island, Illinois. 

Manufacturers can help reatilers by paying part of the 
expense of local newspaper advertising. I prefer the all-cast 
heater, as it will last longer. Believe the “pipeless” heater 
will injure the trade to some extent. I am not cooperating 
with the National Campaign of Advertising. 

A Tennessee Installer. 

This section of the country wants a heater for as little 
money as possible, but doesn’t know how to discriminate, 
good and bad installers making the same argument. Manu- 
facturers should educate the consumers by advertising in 
simple language what constitutes a warm air heater that is 
simple and effective. We prefer the all-steel heater from 
the economy of up-keep and simple and inexpensive repairs. 
We think warm air heating can be made more popular than 
hot water for small buildings by proper advertising. 

The McCook Hardware Company, McCook, Nebraska. 

Business is better this year, as defective installation is 
decreasing and installers are employing competent help. We 
prefer the all-steel heater, or the combination. Think that 


steam and hot water are not affecting the heating industry 
as much as formerly. 


The Merrill Sheet Metal Works, Merrill, Wisconsin. 

The best grade of heaters are used in this territory. 
Manufacturers can help retailers increase sales by coopera- 
tion and by the use of metal display signs for fronts of 
shops. We think the all-cast heater, set up right, is the 
most durable, but favor a cast iron heater with steel radiator 
when wood is used for fuel. The “pipeless” heater would not 
injure the trade if the manufacturers would confine their 
dealings to good installers. 

M. S. McNew, 602 Seventh Avenue, New Brighton, Pennsylvania. 

It seems to me that cheaper grades are in more demand, 
by the contractors, anyhow. Steel is heated more quickly, 
but iron retains the heat longer. I do not favor cast iron 
with steel for the radiator, because they do not contract and 
expand the same. 

Meier Brothers, Henry, Illinois. 

Our sales of heaters this year have increased. Manufac- 
turers should advertise the fact that there is more moisture 
in the air with warm air than with hot water. We prefer 
the all-steel heater. Smaller size warm air heaters are not 
being substituted for heating stoves to any great extent. 

W. S. Maxey, Caldwell, Idaho. 

Better grades of warm air heaters appear to be in de- 
mand. Manufacturers should help retailers increase sales 
by advertising and refusing to sell to anyone who does not 
thoroughly understand installation. I unquestionably favor 
cast iron heaters, although a good steel heater may equal a 
cheap cast iron. Steam and hot water installations have 
hardly any popularity out here. 

The Madison Hardware Company, Madison, Nebraska. 

Defective installation is decreasing as retailers are em- 
ploying competent help nowadays. Steel has proven to be 
the better heater in this territory. Smaller size warm air 
heaters are being substituted for heating stoves. 

Jchn Metzger, Leigh, Nebraska. 

Better grades of heaters are in demand now. We pre- 
fer the cast iron heater as it retains heat longer, but think a 
steel radiator is all right. Think warm air heaters will re- 
place stoves in a short time. Am not cooperating with the 
National Campaign of Publicity. 

J. E. Nye Company, Manchester, lowa. 

Steel, in our opinion, is not as lasting as cast iron 
heaters and we do not favor cast iron heaters with a steel 
radiator. Small warm air heaters are being used instead of 
stoves to quite an extent. The question as to whether the 
“pipeless” heater will injure the heating trade depends upon 
the party that talks and sells them. 

J. T. Newman, Edgerton, Missourl. 

My sales this year are considerably under those of other 
years, for faulty installation has killed the business, good 
installers needing a chance to show the people what is right. 
I prefer the steel heater and not combination steel and cast. 
Don’t believe small heaters are being substituted for heating 
stoves. In this locality, steam and hot water are not affect- 
ing the warm air heating field. 

Newlin and Watson, Chrisman, IlIlinois. 

Our sales this year are double those of last year. De- 
fective installation is increasing in this territory. Manufac- 
turers can help retailers increase sales by putting out goods 
that are all right and by standing behind the dealer. We 
prefer either all-steel or all-cast heaters, but no combina- 
tions. We believe the “pipeless” heater will prove injurious 
to the trade unless it is installed in a house where the rooms 
can all be thrown together. 

Danlel W. Payne and Son, Los Angeles, California. 

Better grades of heaters are in demand. We believe 
manufacturers can help retailers increase sales by extensive 
advertising through the architects in the cities. Steam and 
hot water installations -are not injuring our trade in this 
territory. We are not helping the National Campaign of 
Advertising. 

E. D. Pacey, Papillion, Nebraska. 

Our sales this year have doubled. Defective installation 
seems to be increasing and retailers are not employing com- 
petent help. Better grades of heaters are not in demand. 
Manufacturers can help retailers increase sales by planning 
the installation. Think the “pipeless” heater will affect the 
warm air heating field only temporarily. 

W. W. Pascoe, Chadron, Nebraska. 

My sales this year eclipse those of last year. Better 
grades of heaters appear to be in demand and steel is the 
best. I do not favor the combination. Steam and hot water 
installations are not affecting the warm air heating trade as 
much as formerly. 

The Prange-Geussenhainer Company, Sheboygan, Wlsconsin. 

We think cheaper grades of heaters are more desired at 
the present time. Manufacturers can best help installers 
increase their sales by letting them alone. Think either steel 
and cast heaters good, but radiators or combination cham- 
bers consisting of both metals are bad. 
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Polk Brothers, McCook, Nebraska. 

Defective installation is decreasing very little, as retail- 
ers do not employ skilled help. Manufacturers should insist 
on competent installation by practical men. In this territory, 
steel is preferred and we do not care for a combination of 
steel and cast. : 

Prideaux Hardware Company, Beaver Falls, Nebraska. 

Our sales this year have doubled. Better grades are in 
demand. Manufacturers can help retailers increase sales by 
not raising the prices. We prefer the all-cast iron heater. 
Think the “pipeless” heater will prove very injurious to the 
trade. We are cooperating with the National Campaign of 
Advertising. 

S. Rosewarm, Joliet, IIlinois. 

Defective installation is increasing. It seems to me that 
the cheapest heater rules in this territory. I prefer the steel 
heater and not the combination. Smaller size warm air heat- 
ers are gradually taking the place of heating stoves. The 
situation as to steam and hot water installations is about the 
same. 

Ryniber-Winter Sheet Metal Works, Billings, Montana. 

Manufacturers should sell only to competent dealers. 
We think the “pipeless” heater is very injurious to the warm 
air heating industry. Steam and hot water installations are 
not affecting the field as much as formerly. We cooperate 
with the National Campaign of Publicity. 

George E. Roberts, Sioux City, lowa. 

My warm air heater sales have increased 15 percent this 
year. The retailers here employ the best help possible. 
Manufacturers should help retailers by using a good follow- 
up system on prospects the dealers may send in, and the 
increase of sales is up to the dealer if he has a good line of 
goods and does good work. Don’t think the sales of “pipe- 
less” heaters will be injurious as they can’t do the work. In 
this territory steam and hot water have not hurt the heat- 
ing business. 

Frank A. Stephenson, Camden, Ohio. 

My sales this year are 20 percent in excess of those of 
last year. The moderate priced heater is in demand here. 
By keeping up the National Campaign of Publicity which I 
am e@ooperating with, manufacturers are helping the retailers 
increase sales to the best of their ability. I prefer the cast 
iron heater. 

A Michigan Installer. 

Cast iron heaters are good for soft coal, while steel can 
use hard coal and wood for fuel. It seems to us that more 
heaters are used in small and medium houses than ever 
before. - 

Schauer Brothers, Hartford, Wisconsin. 

Manufacturers can help retailers increase their sales by 
direct advertising to the consumer. We believe cast iron 
heaters are the most durable. Small heaters are being used 
instead of stoves to quite an extent. We think steam and 
hot water are affecting the field more than ever. 

Silverton Blow Pipe Company, Silverton, Oregon. 

Better grades of heaters are being demanded right along. 
We favor the cast heater with steel radiator. It also seems 
to us that small heaters are being substituted for heating 
stoves. Steam and hot water installations are affecting the 
heating field as much as formerly. 

An Indiana Installer. 

Business is not so good this year. In fact, I know of 
two cases where “Fords” were bought instead of heaters. 
Manufacturers should quit selling to the consumer direct 
when they have no agent in the territory, as this is the most 
serious trouble the country agent has to contend with. The 
“pipeless” heater will not affect the warm air heating field 
permanently. 

E. H. Snow, Sleepy Eye, Minnesota. 

Manufacturers can help retailers increase sales by the 
manufacture of a good heater and a little courage. Think 
steel and cast heaters both good, but do not favor a com- 
bination, as the two metals do not contract and expand alike. 
The “pipeless” heater certainly is injuring the heating in- 
dustry. 

J. H. Strayer, McAlisterville, Pennsylvania. 

The installation of warm air heaters is becoming more 
perfect as we are being educated, although competent help is 
scarce. However, with the assistance of such organizations 
as the National Warm Air Heating and Ventilating Asso- 
ciation all are being educated to warm air principles, which 
at one time were entirely ignored. I have always been con- 
vinced that sheet steel radiation is far superior to cast iron, 
in the saving of fuel alone. I would favor a man hole sys- 
0 through casings, so that radiating surfaces can be kept 
clean. 

Stander and Stander, Louisville, Nebraska. 

Our sales this year are 50 percent better than those of 
last year. Manufacturers should teach good installation, so 
that retailers can improve their work, which will mean greater 
sales. We prefer the steel heater. It seems to us that steam 
and hot water installations are just as injurious to the warm 
air heating business as ever. 


A Milwaukee Installer. 

The better heaters appear to be in demand now and I 
think the cast iron heaters sell better. I do not favor a steel 
radiator. The “pipeless” heater will injure the heating trade 
as it cannot live up to its claims. 

The Sanders Furnace Company, Fort Dodge, lowa. 

The heating business this year is not so good, due to poor 

We think steel is the most satisfactory heater all 


crops. 
around. The “pipeless” heater will injure the trade for a 
time, but will die a natural death. Steam and hot water 


installations are not affecting our business. 
J. F. Tiffany, Franklin, Pennsylvania. 


Manufacturers who sell direct to consumers are doing the 
most harm to the warm air heating business. Their advertise- 
ments are attractive, and the one who buys the heaters may 
get his money’s worth, but it is not what he ought to have, 
and invariably the heater is poorly installed, but he doesn’t 
know it at the beginning and prides himself on a good bar- 
gain. However, he finds out his mistake later and then thinks 
warm air heating is no good and goes over to hot water and 
steam installations. . 

Van De Water Brothers, Ireton, lowa. 

We prefer the all-cast iron heater and not a combination 
steel and cast iron. It seems to us that steam and hot water 
installations are not affecting the warm air heating field as 
much as formerly. 

A Minnesota Installer. 

Dealers are much more proficient in installing than they 
were formerly, but there is still plenty of room for improve- 
ment. Advertising as the hot water people do is the best way 
for the manufacturer to help the retailer increase sales. Hot 
water and steam are just as injurious as they ever were. 

White Plumbing and Heating Company, Charleston, Illinois. 

Manufacturers can help retailers increase sales by not 
placing agencies with irresponsible firms. We have one firm 
in our town that has handled practically every make of heater 
and in 25 years cannot point to a successful installation. “Pipe- 
less” heaters are not satisfactory for one reason that they 
cannot heat the bathroom. We do both warm air and hot 
water heating and when quoting both to a customer, he almost 
invariably says, “Well, warm air is good enough for me, and 
there are several gallons of gasoline and a few tires difference 
in the cost.” 

An lowa Installer. 

Manufacturers should make better goods at lower prices 
in order that retailers can increase their sales. We prefer 
an all-steel or all-cast heater, but no combination. 

An lowa Installer. 

We prefer the cast heater and think the “pipeless” will be 
of no consequence to the heating industry. Small warm air 
heaters are being used instead of heating stoves to quite an 
extent. 

W. R. Williams, Antioch, Illinois. 

Manufacturers should sell only to dealers who can do 
practical work. We prefer cast iron heaters as they are more 
durable. It seems to me that steam and hot water installations 
are not as prominent as heretofore for there seems to be a 
great demand for warm air heaters. I am cooperating with 
the National Campaign of Publicity conducted by the Na- 
tional Warm Air Heating and Ventilating Association, but 
find that the members of, this Association are not particular 
as to whom they sell their products. 

From T. P. Johnson and Company, Asheville, North Carolina. 

The warm air heater business is below normal in_ the 
Birmingham district which is caused by the depression from 
which we have not recovered. There are not many, if any in- 
stallers, who really know this line of business, retailers em- 
ploying anyone who comes along. The business for the past 
few years is for the least money, which naturally means cheap 
heaters; competition is not fair at all; quality does not come 
in line with price, for the price that is lowest gets the business. 
Manufacturers should teach installers to turn down business 
that will not bear a fair profit for good work. Cast iron will 
outlast steel, though some steel heaters with large chambers 
will last as long. A “pipeless” heater cannot heat a six or 
seven-room house satisfactorily in the south, unless it can all 
be thrown open. 

From W. H. Johnson and Son Company, Indianapolis, Indiana. 

Our sales this year which are almost all in Indiana have 
increased 25 percent. Defective installation is decreasing 2 
little, but retailers are not familiar with the evils resulting 
from this. So far, better grades of heaters do not appear to 
be in more demand than cheap ones. We favor the National 
Campaign of Advertising. We prefer an all-cast- -iron heater. 
The “pipeless” heater is not going to injure the warm air 
heating industry as far as the better class of trade is con- 
cerned. The practice of consigning is a very poor one. Dur- 
ing the past year we have improved our heaters, so that they 
are increased in weight. The steam and hot water installa- 
tions are affecting the warm air heating field about as muc h 
as een: The general outlook for the coming year is 
goo 
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Popular Types of Warm Air Heaters 


and Accessories 








WARM AIR HEATER SUPPLIES LARGE 
VOLUME OF FRESH AIR AT HEALTH= 
FUL TEMPERATURE. 


Stripped of all its verbiage, the kernel of house 
warming is to collect an adequate supply of fresh air, 
warm it and send it 
into the rooms at a 
healthful tempera- 
ture. This, it is 
claimed, is effective- 
ly accomplished by 
the Beaver Warm 
Air Heater, _ pic- 





tured herewith, 
which is a fresh air 
warmer delivering 


large volumes of 
pure air taken from 
the outside, and 
thereby forcing 
ventilation. The construction of this warm air heater 
embodies a triplex revolving bar grate; a two-piece 
firepot divided in the center to allow for expansion 
without cracking ; a simple cast-iron dome surmounted 
by a steel drum in which all the gas is said to be con- 
sumed; a return flue, down draft radiator that is 
claimed to extract practically all the heat from the 
gases; a jacket double lined to prevent the radiation 
of heat into the cellar; and numerous other features, 
all of which are dealt with in the catalog of Beaver 
Warm Air Heaters. Copies of this can be obtained 
from the Danville Stove and Manufacturing Company, 
Danville, Pennsylvania, or W. D. Sager, 330 [ast 
North Water Street, Chicago. 





Beaver Warm Air Heater. 
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TOP RETURN FLUE WARM AIR HEATER BUILT 
ON SCIENTIFIC PRINCIPLES. 


The fact that the Moncrief Top Return Flue, All 
Cast Warm Air Heater is simple, durable, economical 
and powerful has, according to the manufacturers, 
been established by the splendid record of its installa- 
tions. Its construction is based upon scientific prin- 
ciples and is said to embody the fundamentals of warm 
air heater manufacture in such a degree as to render 
lasting, economical service. Cast iron, the material 
used in the manufacture of Moncrief Warm Air 
Heaters, is said to withstand the strain of continued 
fire, other features being the duplex grate with large 
grate surface; straight, deep firepot cast extra heavy 
in two sections; all cast top return flue radiator af- 
fording a large radiating surface, improved grate 
hangers; self-cleaning surfaces; beaded doors and 
deep cup joints; and large double casings. The sim- 
ple construction is a boon to the dealer as the warm 
air heater is rapidly installed and there are no unneces- 


sary parts to delay the work; the durable construction 
demands the careful and correct distribution of iron, 
placing the heaviest parts where there is the greatest 
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Moncrief Top Return Flue Warm Air Heater. 


strain; and the economical construction is made pos- 
sible by the high efficiency of the parts. Catalog giv- 
ing full information can be obtained from the T. E. 


Henry Furnace Company, Cleveland, Ohio. 





MODERATE PRICED ALL CAST WARM AIR 
HEATER OF POPULAR CONSTRUCTION. 


A popular form of construction is said to be found 
in the Floral City Queen Warm Air Heater, shown in 
2 Me the accompanying il- 

lustration. This is 
made in both portable 
and brick-set types 
and, according to the 
manufacturers, will 
prove to be a power- 
ful and economical 
warm air heater de- 
spite its moderate 
The latest im- 
made in 


price. 
provements 
the construction are 
the removal of the 
lugs or projections in 
the firepot and the 
substitution of revolv- 





Floral City Queen Warm Air 
Heater. 


Hence, it is said, the new firepot has nothing 
to prevent the clinkers and ashes from settling down 
to the grates, where they are freed by a slight move- 


ing grates for the old 


style. 








66 


ment of the shaker, and as the firepot is straight there 
is no clinging of ashes to the sides to reduce the heat 
radiation. A larger grate area and more free air space 
is said to be secured and at the same time the bars are 
considerably closer together than in the old styles. 
The Queen Warm Air Heater further has a deeply 
corrugated body and a radiator made of a single piece 
casting without a bolted or cemented joint. Further 
particulars are contained in the catalog of Floral City 
Warm Air Heaters which will be sent upon request, 
by the Monroe Foundry and Furnace Company, Mon- 
roe, Michigan. 


seo 


PYRAMID GRATE IN WARM AIR HEATER 
PROMOTES ECONOMY OF FUEL. 








In addition to embodying the approved features of 
other types, the Pyramid Warm Air Heater has a 
ow: pyramid-shaped 
grate that is 
said to material- 
ly increase the 
efficiency of the 
system with a 
consequent gain 
in fuel economy. 
The height of 
this grate can 
be varied at 
will by a simple 
shifting move- 
ment of the up- 
right lever, as illustrated herewith, which feature is 
claimed to afford perfect adaptability to the cheaper 
grades of soft coal. By shaking the elevated grate, 
the fire is rolled to the outside of the firepot and in 
direct contact with the radiating portion; then when 
fresh fuel is supplied the fire is left free to continue 
burning, and on burning over the top of the fresh 
fuel, tends to coke the surface and consume the smoke, 
while the concentration of heat at the opening at the 
top further helps to ignite the smoke and gases. With 
this construction, it is said, there is no stop in the ra- 
diation of heat when fresh fuel is supplied, the ashes 
can be removed without any waste of coal, and the 
grate can be dumped, cleaned of clinkers, etc. and 
replaced with a slight effort. Pyramid Warm Air 
Heaters are further described as having smooth sur- 
faces and perfect fitting deep cup joints with all parts 
of substantial and durable construction. Catalog giv- 
ing further information can be obtained from the For- 
est City Foundry and Manufacturing Company, 
Cleveland, Ohio. 





Showing How Grate of Pyramid Warm Air 
Heater Is Operated. 


-— 


TWO-PIECE SLOTTED FIREPOT ASSISTS 
COMBUSTION OF SOFT COAL. 








Superheated air delivered into and over the fire is 
said to be absolutely essential to the proper combus- 
tion of soft coal and also to promote the combustion 
when a small size of hard coal is burned. In the 
Globe A-200 Series Warm Air Heater, for all grades 
ef soft coal, the two-piece slotted firepot, shown here- 
with, is claimed to bring this superheated air in con- 


-triplex grate for hard coal 
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tact with the sides and top of the fire, so that the fire 
is always burning from the outside towards the center, 
consuming the gas generated from the coking 


of the  un- 
burned coal in 
the center. 
This method 
of combustion, 
it is affirmed, 
makes _ the 
sides the hot- 
test part of 
the fire, thus 
increasing the 
tempera ture 
and air heat- 
ing capacity 
Globe Series A Warm Air 





Two Piece Slotted Firepot in Globe Warm 
Air Heater. 


of the firepot castings. 
Heaters also include a type with solid firepot and 


and are made en- 
tirely of new pig iron, no steel, malleable iron, 
rivets or fire-brick entering into their construction. 
Other highly-desirable features are the large, self- 
cleaning radiator, adjustable to any angle of smoke 
outlet, and the extremely heavy, substantial construc- 
tion. Circular giving full details can be obtained 
from the Globe Stove and Range Company, Kokomo, 
Indiana. 





WARM AIR HEATER BUILT LIKE POWER 
BOILER. 





Because it is efficiently constructed of boiler plate, 
riveted and calked like a power boiler, the American 
Boiler Plate Warm Air 
Heater, shown in the ac- 
companying illustration, 
is said to be capable of 
supplying an ample vol- 
ume of clean, pure air 
to heat the home. This 
warm air heater has a 
straight, vertical con- 
struction based on the 
» principle that heated air 
{ rises in straight currents 
| and in its ascent keeps 
in direct contact with a 

~ surface having such 
American Boiler Plate Warm Air.. i 

Heater. lines. The firepot is 
made of one piece of heavy steel which forms the 
entire drum except the head, and is lined with sec- 
tional firebrick, said to be so arranged in a circle that 
they are self supporting and are prevented from fall- 
ing out. For soft coal or slack burning, an air blast 
firepot is furnished, which is claimed to insure a posi- 
tive supply of air so that the volatile gases are con- 
sumed as fast as generated. The grates are of tri- 
angular pattern, hollow in the center, very strong, and 
efficient in operation. Further details of the Ameri- 





aaa 


can Boiler Plate Warm Air Heaters are contained in 
the catalog, copies of which can be obtained from the 
American Furnace Company, 2725-31 Morgan Street, 
St. Louis, Missouri. 


























December 2, 1916. AMERICAN ARTISAN AND HARDWARE RECORD . FF 


WARM AIR HEATER BODY ROLLED FROM 
SINGLE PLATE OF STEEL. 





One of the essentials of a warm air heater is its 
ability to supply an abundance of heated air for cir- 
culation through the build- 
ing and for this is required 
a surface that will radiate 
heat readily and is gas and 


dust proof. Such a con- 
struction is said to be 
found in the Imperial 


Warm Air Heater, pictured 
herewith, which has a body 
rolled from a single plate 
of steel, the ends of which 
come together and form a 
a shell with one row of 
rivets. This body has a 
steel bottom and encloses all the parts of the warm 
air heater including the firepot and ashpit, thus elim- 
inating, it is claimed, all packed joints and giving a 
gas and dust tight construction. Another important 
feature is the full front extending from the top to 
bottom and bolted to the feed chute and ashpit chute 
by four bolts, thus, it is said, making it easy to attach 
or put in place without in any way impairing the gas- 
tight qualities of the warm air heater. Further effi- 
ciency is realized by the use of a round, locomotive 
feed door which, the manufacturers state, fits air tight. 
Catalog describing these and other features can be 
secured from the Imperial Furnace Company, Mar- 
shalltown, Iowa. 





Imperial Warm Air Heater. 


or 


WARM AIR HEATER WITH 
: JACKET. 





SECTIONAL 





The Improved Victor All Steel Warm Air Heater, 
illustrated herewith, is said to be a popular, efficient 
type. Combustion 
takes place in the 
first or main drum, 
which alone possesses 
a large heating sur- 
face and is made of 





extra heavy boiler 
plate, riveted and 
calked to make it 


smoke, dust and gas 
tight. The radiator 
is made of a lighter 

Victor Warm Air Heater. but proper weight 
steel to absorb the heat units from the smoke before 
it passes out of the warm air heater into the flue. 
The main drum and the radiator which is welded by 
the oxy-acetylene process, are said to be connected by 
flanged steel couplings packed with asbestos gaskets 
and fastened together with heavy bolts in such a 
manner that the products of combustion are forced 
to make a complete circuit of the radiator, thus en- 
abling it to extract the heat from the smoke and gases 
to the greatest possible degree. The Victor Warm 
Air Heater is encased in a double galvanized sectional 
jacket, each section of which is a finished unit extend- 





ing from base ring to hood and, it is stated, can be 
removed without disturbing any other part. Full de- 
tails of these and other features are contained in the 
catalog which can be secured from the Hall Hardware 
Company, 137-139 West Washington Street, Indian- 
apolis, Indiana. 


Qe 


HEATING PLANT OF GREAT IMPORTANCE 
IN BUILDING OR PURCHASING HOME. 





When a man contemplates building or purchasing a 
home, the question of the heating plant becomes of 
great importance, for 
upon the character of 
the heating plant de- 
pends to a large ex- 
tent the comfort and 
well-being of those 
residing in the home. 
By the use of a prop- 
erly-designed and in- 
stalled warm air heat- 
er, the air in the 
rooms is _ constantly 
being changed and a 
supply of fresh air is 
always maintained. 
The Empire Warm 
Air Heaters, one of which is illustrated herewith, are 
said to satisfy every requirement as regards de- 
sign and construction, and their prominent fea- 
ture, the manufacturers state, is the exact fitting 
of the patterns so that no difficulty is experienced in 
mounting the different sections into a gas-tight warm 
air heater. Other noteworthy points are the large 
grate surfaces; large cast and steel radiators; heavy, 
corrugated straight firepots; large feed doors for soft 
coal or wood; heavy, draw-out triangular bar grates, 
and high and roomy ashpits. Deaiers desiring fur- 
ther information should write for catalog illustrating 
and describing all the styles of Empire Warm Air 
Heaters. Requests should be made to the Co-Opera- 
tive Foundry Company, Rochester, New York, or the 
Western Branch, at 505 South Clinton Street, Chicago. 
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ECONOMICAL WARM AIR HEATER BURNING 
HARD COAL EXCLUSIVELY. 





Empire Warm Air Heater. 








To meet the demand for a warm air heater burning 
hard coal exclusively and combining all the features 
- necessary to make it a conveni- 

ent, effectual and economical 
apparatus in every respect, the 
manufacturers of the Gilt Edge 
Line have designed the Badger 
Warm Air Heater, shown in 
the accompanying illustration. 
This type embodies the fea- 
tures of the others of the Line, 
such as the proper alignment 
of the warm air heater with 
the casing, high ash pit, large 
dust flue, sectional fire pot, 
clinker opening, anti-clinker 
grates, tight-fitting ash and feed doors, water back, 





Gilt Edge Badger Warm 
Air Heater. 
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evaporating pan, etc., and has several other distinctive 
features such as the large combustion chamber which 
facilitates complete burning of the fuel, and the radi- 
ator constructed so that the products of combustion 
pass in a solid volume over the entire surface of the 
large dome and radiator, this giving the radiating sur- 
face the greatest possible amount of heat. The diff- 
culty of securing gas and dust tight joints between the 
steel plate and cast iron heads of the radiator is 
claimed to be eliminated by making the joints con- 


sist of extra deep flanges; packed with an es- 
pecially prepared asbestos cement; this it is 
said, makes the best form of such a joint pos- 


sible and prevents any part from becoming defec- 
tive. Further details are contained in the catalog of 
Gilt Edge Warm Air Heaters, which will be sent upon 
request, by R. J. Schwab and Sons Company, 285 
Clinton Street, Milwaukee, Wisconsin. 





WARM AIR HEATERS THAT BURN ANY KIND 
OF FUEL. 





In addition to Scheible Warm Air Heater, the same 
manufacturers produce the Sixth City Warm Air 
Heater which is 
shown in the ac- 
accompanying = il- 
lustration. This is 
also of all cast iron 
construction and, 
according to the 
manufacturers, will 
operate _ efficiently 
with any fuel. 
Sixth City Warm 
Air Heaters are 
.equipped with a 
triangular bar 
grate, which, it is 
; said, can be re- 
fh. placed without re- 
moving a_ single 
bolt or nut; a sec- 
tional firepot to 
prevent cracking; a 
large combustion chamber to promote thorough com- 
bustion; a return flue radiator ccnsisting of a solid 
casting from bottom to top; ash pit and feed doors 
of ample size; and opening for water coil. Like the 
Scheible Warm Air Heaters they are said to embody 
every feature essential to a good warm air heater 
which more than 25 years of experience have proven 
to be of value, and hence are durable, economical in 
fuel and easy to operate. Full particulars will be sent 
upon request to dealers addressing the Scheible-Mon- 
crief Heater Company, 1444 West Ninth Street, 
Cleveland, Ohio. 





Sixth City Warm Air Heater. 


LONG FIRE TRAVEL INSIDE OF CASING 
UTILIZES MAXIMUM AMOUNT OF 
HEAT PRODUCED. 








The. success of the Front Rank Steel Warm Air 
Heater, illustrated herewith, can be attributed to the 





extremely large amount of radiating surface with a 
comparatively small firepot, which is said to spell fuel 
economy and a maximum efficiency if properly in- 
stalled. 


The original Front Rank idea, according to 
the manufactur- 
ers, has been im- 
proved on only 
twice in thirty 
years; once when 
a change of 
grates was con- 
sidered advisable 
to properly han- 
dle the fire and 
again when the 


weight of the 
construction ma- 
terial was in- 


creased. Neither 
of these affected 
the original idea 
which was to 
have a long fire and heat travel inside the casing so as to 
utilize the maximum amount of all the heat generated. 
The manufacturers are rounding out their thirtieth year 
in the production of this warm air heater and the best 
estimation of its merits may be gained from the fact 
that they are installing over 1,000 of them a year in 
St. Louis alone; there are now in use about 18,000 
in just this one city, and the sales locally and na- 
tionally are steadily increasing. Catalog describing 
the Front Rank Warm Air Heaters can be secured 
from the Haynes-Langenberg Manufacturing Com- 
pany, 4045 Forest Park Boulevard, St. Louis, Mis- 





Front Rank Steel Warm Air Heater. 


souri. 
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ONE-PIECE, CAST IRON RADIATOR IS 
IMPORTANT FEATURE IN WARM 
AIR HEATER. 


The fact that the quality of an article is judged by 
the service it renders has been the compelling factor 
in the manufacture 
of the Keith's 
Monitor Warm 
Air Heaters, one 
of which is _ illus- 
trated _ herewith. 
Typical among its 
specific points of 
merit is the one- 
piece, cast iron 
radiator, the fea- 
tures of which, ac- 
cording to the 
Company, have not 
been fully compre- 
hended_ by _ the 
trade in general. 
The center open- 
ing is made unusually large, as also is the opening 
from the center to the outer rim or flue, because it 
appeared to the manufacturers that with a large open- 
ing im the top of the body section which is continued 





Keith’s Monitor Warm Air Heater. 
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large until the outer flue of the radiator, a decidedly 
better heating surface would be provided than if the 
openings were small. . Heating surface, however, is of 
the best character only when the air to be heated 
comes in direct contact with it easily or naturally, and 
hence the radiator is formed so that fully one-half of 
the air to be warmed within the casings passes through 
the center opening in the radiator. Further particu- 
lars of construction are contained in the catalog, which 
can be secured from the Keith Furnace Company, Des 
Moines, Iowa. 





PREHEATING OF AIR HELPS TO CONSUME 
SOOT AND GAS IN WARM AIR HEATER. 





In the burning of soft coal, volatile gases and solid 
matter generally éscape in what may be termed a raw 
condition and un- 
less steps are tak- 
en to ignite this 
material, the effi- 
ciency of the 
heating apparatus 
will be greatly 
impaired. The 
prevention of 
such a waste and 
a consequent gain 
in heat are said to 
be accomplished 
in the Weir 
Warm Air Heat- 
er by means of 
its gas and soot 
burning process. This provides for the heating of the 
air for combustion by passing it around the firepot 
several times and discharging it through the small 
openings at the top, over the burning fuel, as shown 
in the illustration herewith. The discharge of super- 
heated air over the fuel in this manner is claimed to 
give practically complete combustion as it ignites the 
gas and burns most of the soot arising from the coal. 
Every feed door, the manufacturers state, is fitted 
with a frame of mica to prove that this is not a theory 
but a fact. The Weir Warm Air Heater is of all-steel 
construction and has many other features, all of which 
are described in the catalog. Copies of this can be ob- 
tained from the Meyer Furnace Conrpany, Peoria, 
Illinois. 





Interior View of Weir Warm Air Heater. 
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SPECIAL STYLE OF WARM AIR HEATERS 
FOR LOW BASEMENTS. 





The demand for a warm air heater that can be 
finished up several inches lower than the regular type 
has induced the manufacturers of the Paragon Warm 
Air Heaters to construct a special form which is illus- 
trated herewith. Where cellars are low and where it 
is impractical to dig a pit for the warm air heater in 
order to give the pipes the proper slant, this type is 
said to be especially adapted. It is described as em- 
bodying in a compact form all the essential features 
of the Paragon line, such as having all parts in im- 
mediate contact with the fire strengly corrugated, 
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thereby adding to the direct heating capacity on ac- 
count of the increased heating surface, and at the 
same time adding materially to the durability of the 
castings. The Paragon Special Warm Air Heater, 
as it is called, is furnished with either an improved, 
draw-center, ball-bearing grate or with a triplex grate 
with patented lever shaking device. Where hard coal 





Paragon Special Warm Air Heater. 


is used, the heavy, durable radiators are said to be 
self-cleaning, and with soft coal, they can be easily 
cleaned when necessary, as ample facilities are pro- 
vided for that purpose. Full particulars regarding 
this and the others of the Paragon Line can be ob- 
tained from the Isaac A. Sheppard Company, Erie 
Avenue and Sepviva Street, Philadelphia. 





SCIENTIFICALLY CORRECT CONSTRUCTION 
OF WARM AIR HEATER GIVES 
SATISFACTORY RESULTS. 





The Kelsey Warm Air Generator, illustrated here- 
with, is said to supply ample volumes of warmed 
fresh air for heat 
and ventilation. It 
is built on’ the 
principle that air is 


warmed only .by 


being brought in 

direct contact with 

a heated surface, 
; “HapHLUit 

and a great 
= 


amount of air is 
thus heated by 
sending it in sep- 
arate channels 
through cast iron 
flues or sections. 
These are 





flues 


Kelsey Warm Air Generator. 


long and hollow, with corrugated sides, and in posi- 
tion are said to form the fire chamber so that the old 
style firepot is done away with. As they are in direct 
contact with, and overhang the fire, the flues are 
stated to be heated throughout their entire length, 
taking up the greatest possible amount of heat avail- 
able. The fresh air which passes up through these 
heat tubes to the top of the warm air heater is forced 
out through the heat conducting pipes leading to the 
different rooms, and thus, it is claimed, a constant 
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flow of fresh, summer-like air is maintained. Full 
particulars of construction can be obtained from the 
Kelsey Heating Company, 301 James Street, Syra~ 
cuse, New York. 





CONE GRATE CONSTRUCTION OF WARM 
AIR HEATER SAVES FUEL. 





Noteworthy among the-features of the Nesbit 5000 
Series All Cast Warm Air Heater, shown herewith, 
is the cone grate which is 
said to effect a great saving in 
fuel. This grate is operated 
by the upright lever at the 
side, and a simple shifting 
movement raises the central 
part of the grate, which con- 
sists of a center or head to 
which are attached sliding 
bars, to an elevated position 
anywhere up to seven inches 
at the highest point. This ac- 

Nesbit 6000 Series tion, according to the manu- 
All-Cast Warm Air Heater. facturers, produces an effect 
that is easily understood: The fire is rolled to the 
outside and the heat is forced directly against the 
sides or radiating surface of the warm air heater; 
then when fresh fuel is placed in the middle, the fire 
is left free to burn and the heat from this ring of 
fire tends to immediately coke the surface of the fresh 
fuel while the conical shape of the grate concentrates 
the heat at the opening at the top, causing practically 
complete combustion of all the smoke and gases. 
Hence, it is said, this warm air heater will burn soft 
coal without gas, soot or explosion. Further details 
of this and other warm air heaters and supplies can 
be secured from the Standard Furnace and Supply 
Company, 411-413 South Tenth Street, Omaha, Ne- 
braska. 
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DOUBLE LAP JOINTS MAKE AIR TIGHT 
CONNECTIONS IN WARM AIR HEATER. 








Among the fuel and labor-saving features of the 
Lexington All Cast Warm Air Heater, illustrated 
herewith, is the 
double lap joint 
which is claimed to 
make a perfect, air 
tight connection. The 
ability of this joint to 
prevent the passage 
of air is made pos- 
sible by the use of 
pure pig iron that is 
said to assure an 
equal expansion and 
. contraction, thus 
#) climinating any pos- 
WY sibility of cracking. 
Another noteworthy 
point is the Twentieth 
Century Slotted Fire- 
pot, which combined with the top air belt, is said to 
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Lexington All-Cast Warm Air 
Heater. 


perform effectually in eliminating any congestion of 
ashes throughout the entire circumference of the fire- 
pot and at the same time produces a continuous cir- 
culation of air around the pot, sufficient to ignite the 
coal gases, thus consuming the smoke and soot and 
causing practically complete combustion. Further ef- 
ficiency, according to the manufacturers, has been 
gained by using a radiator with the largest and longest 
possible travel for the hot gases. Full details are 
contained in the catalog which can be procured from 
the Culter and Proctor Stove Company, Peoria, Illi- 
nois. 





EXTRA WIDE CIRCUIT OF RADIATORS GIVES 
ABUNDANCE OF PURE AIR IN WARM 
AIR HEATER. 





The latest models of the Home Comfort Warm Air 
Heaters, one of which is pictured herewith, are said 
— to embody all the 
essential features 
of a_ high-grade 
heating apparatus 
and to possess 
many striking im- 
provements over 
the already-satis- 
factory models of 
the Company. 
These warm air 
heaters have a sci- 
entifically-designed 
and _ carefully-con- 
structed dome 
made from a sin- 
gle plate of steel 
and among their 
other important features is the extra wide circuit of 
the radiators, which is said to prevent super-heating 
and blistering, at the same time producing a large 
volume of pure, warm air. Radiation takes place, not 
only from the dome and head piece, but from the 
down-draft arrangement of the radiator which takes 
the smoke from the top of the dome and conducts it 
downward to the level of the ashpit, where it enters a 
chamber, and then is carried through a single pipe up 
again to the flue connected with the chimney. All this 
is done insidé the warm air chamber, and by the time 
the smoke emerges from the radiator, virtually all the 
heat contained therein has been extracted. The radi- 
ator is built on curved lines to minimize friction, and 
the dust box is of heavy grey iron to resist the chem- 
ical action of ashes and dampness. Further particu- 
lars can be obtained from the Wrought Iron Range 
Company, 5661 Natural Bridge Avenue, St. Louis, 
Missouri. 





Home Comfort Warm Air Heater. 





WARM AIR HEATER GUARANTEED TO 
DELIVER AIR FREE FROM DUST 
AND GASES. 





« 


Being built of steel and securely riveted like 4 
power boiler, the Lennox Torrid Zone All Steel Warm 
Air Heater, shown in the accompanying illustration, 





Recs OE ot AR RE 


oP 














December 2, 1916. AMERICAN ARTISAN AND HARDWARE RECORD 7\ 


is said to deliver air free from dust and gases—in 
fact it is sold with the manufacturer’s guarantee to 
serve that purpose. This warm air heater is made in 
four sizes to 
meet varied 
conditions, and 
the — different 
models are said 
to suit any re- 
quirements, 
from that of the 
small cottage to 
the public build- 
ing with a fan 
"warm air heater 





system. Three 
styles of fire- 
pots are pro- 
vided —an all 
Lennox Torrid Zone Warm Air Heater. brick, a com- 


bination cast and brick, and an all cast firepot, 
in which, the manufacturers state, the different 
kinds and grades of fuel can be burned suc- 
cessfully. The manufacturers state that the sec- 
ond unit to their new plant is nearing comple- 
tion, and soon they will have one of the most modern 
factories in the country, with every facility for prompt 
service. Full particulars regarding construction of 
the Torrid Zone All Steel Warm Air Heaters are 
contained in the catalog which will be sent upon re- 
quest, by the Lennox Furnace Company, Marshall- 
town, Iowa. 
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FIREPOT IS VERY IMPORTANT PART OF 
WARM AIR HEATER. 





No matter how well the remainder of a warm air 
heater may be constructed, it cannot serve efficiently 
Re OD mH unless the fuel is 

ey properly burned in 

the firepot. Hence 
this part of the 
warm air heater is 
of great impor- 
tance and _ the 
proper steps must 
be taken in its 
manufacture to 
provide for thor- 
ough combustion 
of the fuel. In the 
Wise Warm Air 
Heater, illustrated 
herewith, the 
guaranteed firepot, which is cast in one solid piece, 
has a series of cells and slots formed in the walls, ex- 
tending from the bottom to the top, into which air is 
admitted and heated before entering into and above 
the fuel. Thus, it is claimed, the fire is supplied with 
heated air which consumes fully 90 percent of the gas 
and smoke, and generates intense heat. Any grade of 
soft coal, the manufacturers state, can be successfully 
burned, because the heated air cokes the fuel and all 
particles in the firepot are subjected to a uniform 
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Wise Warm Air Heater. 


draft. Further details of the construction are con- 
tained in the catalog of Wise Warm Air Heaters 
which will be sent to those addressing the Wise Fur- 
nace Company, Akron, Ohio. 





SCIENTIFIC APPLICATION OF COMBUSTION 
LAWS BURNS HEAT=PRODUCING 
GASES OF SOFT COAL. 





Combustion of fuel is the only means of producing 
heat in a warm air heater. The combustion of the 
fuel depends on the 
mixture of its com- 
bustible elements with 
the oxygen of the air, 
and so the more inti- 
mate the mixture, the 
greater is the amount 
of heat generated, 
and the greater the 
force of the drafts, 
the more intense is 
the heat. Where soft 
coal is used, this is 
said to be particularly 

XXth Century Warm Air Heater. true because of the 
heavy gases which form about 38 per cent of the heat- 
ing power and which, if not consumed, are a source 
of great waste. To utilize these heat units, the XXth 
Century Warm Air Heater, by introducing the requi- 
site oxygen through the air-cells of the firepot from 
the air chamber in the ashpit, is said to embody a care- 
ful, scientific application of the natural laws of com- 
bustion, whereby the rich, heat-producing gases are 
completely burned. In this warm air heater the draft 
circulating chamber formed within the ashpit is 
claimed to prevent draft through the grate, forcing 
it instead through the tubular air ducts in the firepot, 
from which it is discharged into and over the coal 
bed where it mixes with the gases. Full details of 
construction can be obtained from the XXth Century 
Heating and Ventilating Company, Akron, Ohio. 
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PIPELESS WARM AIR HEATER WITH 
PROJECTING REGISTER. 





A great improvement in pipeless warm air heater 
construction is said to be evidenced in the use of a 
projecting register 
which extends into 
the room, as pic- 
tured herewith in 
the installation of 
the Majestic One- 
Register Duplex 
Heating System. 
Instead of sending 














the heated — air 

straight to the 

Installation of Majestic One-Register ceiling, this reg- 
Duplex Heating System. ister, the manu- 


facturers state, causes this air to come out through the 
front face and begin heating the room on the floor 
level, then gradually rising, as warm air always does. 
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The operation of the system is said to be always posi- 
tive, the cold air being returned to the warm air heater 
through the end faces of the register, which are sepa- 
rated from the warm air compartment by metal par- 
titions. The heating apparatus is, of course, the most 
important part of the system, and this is an all-cast 
warm air heater that is said to be very durably and 
efficiently constructed, with two-piece, slotted firepot, 
large ash pit, roomy combustion chamber, triangular 
type grates, radiator of good dimensions, and double 
casing. All in all, the system is claimed to be a revela- 
tion in effective heating service, and full information 
about it can be obtained from the Majestic Company, 
616 Erie Street, Huntington, Indiana. 
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FUEL IN WARM AIR HEATER MUST BE 
PROPERLY BURNED AND UTILIZED. 








It is readily understood that no matter how scien- 
tifically the remainder of a warm air heater is con- 
structed, it can- 
not give satisfac- 
tory results un- 
less the fuel is 
properly burned 
and utilized. 
With this fact in 
view, the manu- 
facturers of 
Schill’s New Idea 
Warm Air Heat- 
er, illustrated 
herewith, have 
made their fire- 
pot a double one, 
consisting of an 
inner heavy cast 
iron pot with a 
series of openings and an outer steel jacket forming a 
heating chamber into which the air is admitted and 
heated before entering above the fuel, thus, it is 
claimed, consuming fully ninety per cent of the gases 
and smoke usually wasted. In order that the greatest 
percentage of the: heat thus generated may be utilized, 
a special drum has been designed, said to be so con- 
structed that every inch of it is available heating sur- 
face. It consists of an inner and an outer steel plate 
drum connected by steel wings drawn tightly together 
and forming air ducts, thus giving an unusually large 
amount of heating surface. Full details of other fea- 
tures of New Idea Warm Air Heaters can be obtained 
from Schill Brothers Company, Crestline, Ohio. 





Schill’s New Idea Warm Air Heater. 





WARM AIR HEATER OF ALL=CAST 
CONSTRUCTION. 


The Magee Warm Air Heater, illustrated here- 
with, is of all-cast construction, with either cast or 
wrought iron radiator, and is furnished in two styles 
of firepots—a one-piece, brick-lined, or a sectional, 
cast iron pot. Magee Warm Air Heaters, the manu- 
facturers claim, have been foremost in their line for 
the past fifty years, and have established an enviable 
reputation through their durable, efficient construc- 


tion. It is the aim of the Company to con- 
fine the selling and installation of their warm air heat- 
ers to competent agents, as individual conditions can 
best be determined by the installer who is responsible 
for the faithful 
performance of 
his contract ; nev- 
ertheless they 
hold themselves 
in readiness at all 
times to advise as 
to capacities and 
adjustment of ap- 
paratus. The 
Magee Warm Air 
Heaters are made 
in six sizes and 
further  particu- 
lars can be ob- 
tained from Ma- 
gee Furnace 
Company, 30s- 
ton, or Robert P. 
Burton, Western Manager, 30 West Lake Street, 
Chicago. 


WARM AIR HEATER WITH INVERTED 
FIREPOT. 


Among the features embodied in the Vasco-West- 
wick Warm Air Heater, illustrated herewith, is the 
3% inverted firepot, 
which, as_ the 
name _ suggests, 
is larger at the 
bottom than at 
the top. With 
such a construc- 
tion the ashes 
tend to fall 
away from the 
sides, thus, it is 
claimed, giving 
the greatest 
heat at the edge 
of the grate and 
pot, allowing 
air to circulate 
over the coal, 
and greatly im- 
proving com- 
bustion. The grates, which have a large surface, can 
easily be removed or replaced in a short time. The 
combustion chamber, being extra large in size, is said 
to facilitate complete combustion, and further im- 
provement is noted in the large radiator which is con- 
structed so that the manufacturers do not depend on 
cement to keep it absolutely tight, but use a special 





Magee Warm Air Heater. 








Vasco-Westwick Warm Air Heater. 


cast iron packing strip around the top edge, securing 


the steel in such a manner that, according to the man- 
ufacturers, it cannot leak smoke or gas. Literature 
containing further information of the Vasco-West- 
wick and other warm air heaters can be obtained from 
the V. A. Smith Company-John Westwick and Son 
Company, 213 West Lake Street, Chicago. 
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HEAVY ALL CAST, FORCE DRAFT WARM AIR 
HEATERS. 


> 


The illustration herewith shows an inside view of 
the Radiant Home Force Draft Warm Air Heater, 
whose heavy, 
all-cast con- 
struction is said 
to enable it to 
easily with- 
stand constant 
and rough 
usage. It is de- 
scribed as being 
made of the 
best grade of 
stove plate iron 
in a simple de- 
sign, with few 
joints all of 
which are 
ciaimed to be 
absolutely: air 
tight. Typical 
features are the one-piece radiator which, the manu- 
facturers state, has four radiating surfaces and is of 
exceptional durability; the forced draft ring which 
takes air through a 2 by 11 inch opening in the 
front and forces it into the bottom of each cell of the 
firepot in a superheated state, thus, it is said, insur- 
ing complete combustion; and the firepot itself ‘which 
is said to be practically indestructible. Catalog giving 
full particulars can be obtained from the Germer 
Stove Company, Erie, Pennsylvania, or the Western 
Branch at 674 River Street, Chicago. 





Radiant Home Force Draft Warm Air 
Heater. 
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WARM AIR HEATER WITH INDIRECT FLUES. 

With its efficient construction, embodying a radia- 
tor with indirect flues, the Storm King Warm Air 
Heater, illustrated 
herewith, is said to 
be a strong heat 
producer, besides 
being very 
nomical in the con- 
sumption of fuel. 
This radiator is 
constructed partly 
of cast and 
partly of a_ rust- 
resisting sheet 
iron. Aside from 
the large radiating 
surface of the rad- 
iator, body, 
which is made 
with a high cast 
dome, is 


€co- 


iron 


the 





Storm King Warm Air Heater. 


iron 
stated to add greatly to the radiating surface and to 
lengthen the fire travel, thus enabling the system to 
utilize more heat units from the products of combus- 
tion. The Storm King warm air heater has a high, 
massive front, made in sections, and extending clear 
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to the cone; the joints are of cup formation, well 
packed with asbestos cement; the triplex pattern re- 
volving grates have the cog gearing placed well for- 
ward so that it is said not to be affected by the heat 
or by the accumulation of ashes, and the feed door 
is ample in size and has perforated linings. Full de- 
tails regarding construction of the Storm King and 
their other types of warm air heaters can be obtained 
from the Union Stove Works, New York City. 


& 


SINGLE REGISTER WARM AJR HEATER. 





In the Standard Sanitair System of heating and 
ventilation, pictured herewith, the circulation of the 
air, in response to the 
never-failing law of grav- 
tation, is said to carry 
the heated air through- 
out the house, and 
at the same time 
draw the cold ai 
towards the heat, 
er to be reheated 











As long as a fire is 
burning, the manufactur- 
ers state, a mild but con- 
motion of air 
house 


tinuous 
throughout — the 
proceeds, upstairs rooms 
being heated by the use 


of ceiling registers. The 
operation is described by 
them as follows: The 


cold air passes down in- 


Standard Sanitair System 
side the outer edges of the register, between the inner 


and outer jackets, and over the hot water surface, 
where it is cleaned and purified. It becomes thor- 
oughly heated as it comes in contact with the hot sur- 
faces directly over the fire and then ascends through 
the 24-inch top radiator opening into the 24-inch 
warm air duct and out through the center of the reg- 
ister. [ull details of the Standard Sanitair System, 
together with tables of heating power, can be obtained 
from the Standard School Heater Company, 438 West 
Ontario Street, Chicago. 


RADIATING MANIFOLD GIVES HIGH 
EFFICIENCY IN WARM AIR 
HEATER. 





In emphasizing the merits of the Forbes Warm Air 
Heater, the manufacturers draw particular attention 
to their radiating manifold, which, they state, is a 
new principle as applied to the heating of air and 
appeals strongly because of its high efficiency. With 
this construction, fuel is fed through the firedoor 
into the deep firepot which is corrugated to allow for 
expansion. Combustion takes place within the fire- 
pot and dome, while the hot gases rise into the smoke 
neck and go downward into the radiating manifold, 
shown in the accompanying illustration. Here they 
are said to be distributed, and on passing downward 
through separate flues, give their heat to the incoming 
air, so that the smoke pipe is always cool to the touch 
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of the hand. In this way, it is claimed, most of the 
heat that usually goes up the chimney is retained, and 
only sufficient heat is left in the smoke and gases to 
create a good draft. Each vertical flue of the mani- 
fold is provided with solid extended wings or fins, 
giving an immense radiating surface, and further ef- 
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Forbes Warm Air Heater, Showing Radiating Manifold. 


ficiency is provided by a baffle plate which forces all 
the air passing between the flues and under the mani- 
fold to travel to the front of the warm air heater and 
circulate around the firepot. Catalog containing fur- 
ther information can be obtained from the Tubular 
Heating and Ventilating Ccmpany, 228 Quarry 
Street, Philadelphia, Pennsylvania. 
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USE OF NEW PIG IRON ENHANCES QUALITY 
OF WARM AIR HEATER. 





The trend of the times is seen by many to show 
the cheap grades of warm air heaters giving way to 
high-grade types such as the Z-Ro King Warm Air 
Heaters. This line is said to be constructed with 
smooth, exact-fitting castings, of strictly new pig iron, 
having deep cup joints, and all parts exposed to the 
direct action of the heat made extra heavy. The 
combination of the latest and best features embodied 
in their construction, it is claimed, makes them capable 
of being easily mounted, and easily and economically 
operatéd, so that they readily fill the demand for an 
efficient warm air heater for hard or soft coal. Among 
these modern features are the deep ash pit, reversible 
radiator, sectional firepot, ample water pan, conve- 
nient clean-out, large radiating surface, heavy revolv- 
ing grate bars, and new improved expansion collar. 
The use of new pig iron is said by the manufacturers 
to guarantee the quality of Z-Ro King Warm Air 
Heaters, rvhich are made in six sizes to meet the vary- 
ing conditions. Full details regarding the construc- 
tion will be sent upon request, by the Oakland Foun- 
dry Company, Belleville, Illinois. 





COST OF HEATING AND VENTILATING 
DWELLING HOUSES. 





In the course of a paper read before the British 
Society of Engineers, Mr. C. T. Alfred Hanssen, 


M.C.E., concludes that to heat the volume of 22,000 
cubic feet of air per hour required for an ordinary 
middle-class house, in a good heating apparatus, from 
44.2 degrees to 55 degrees Fahrenheit requires a little 
over a ton of coal per annum. A house can be thor- 
oughly ventilated with warm air at a cost of about 
£3 8 shillings per annum, taking coal at 30 shillings 
per ton and electric power at 1 penny per B.T. unit. 

The heating value of ordinary town gas at 3 shill- 
ings per 1,000 cubic feet corresponds to that of coal 
at £8 16 shillings 1 penny per ton, and gas is, there- 
fore, too expensive at present to be used for general 
heating. If, however, the price could be lowered to 
compete with coal, considerable domestic, sanitary, 
and commercial advantages would result. 

Various experiments are mentioned which show 
that the present low efficiency of our heating system 
is due in the first instance to the incomplete combus- 
tion in an open fireplace and to the small amount of 
heat radiated into the room; but it is also due to the 
large amount of heat which escapes by conduction 
through the thin walls, floors, roofs, windows, and 
doors of our houses. 

Allowing for these losses, the cost of heating an 
ordinary middle-class house to 55 degrees Fahrenheit 
by means of open fires is prohibitive, as it requires 
324 tons of coal per annum for an average winter. 
By means of a well regulated economical heating ap- 
paratus this expenditure could be reduced to 8%. tons 
of coal per annum, and if proper steps are taken to 
prevent the excessive heat losses by protecting the 
walls, floors, ceilings, and roof with some cheap and 
efficient non-conductor and by using double windows, 
the total cost for heating the house and the incoming 
air may be reduced to less than three tons of coal per 
annum. 

The insulating material recommended as_ being 
cheap, a good non-conductor, proof against moisture, 
vermin, fire and sound is the so-called slag-wool. One 
inch thickness of slag-wool will retain as much heat 
as an extra thickness of twelve inches of brickwork. 


PATENTS DUMPING GRATE. 











Earl V. Gilbert and George H. Kramer, Dayton, 
Ohio, assignors to The Kramer Brothers Foundry 
Company, Dayton, Ohio, have been granted United 
States patent rights, under number 1,205,616, for a 
dumping grate described in the following: 


The combina- 
tion with an os- 
cillatory grate 
unit of an oper- 
ating lever there- 
for,a detent car- 
ried by the lev- 
er, fixed stops 
spaced one from 
the other an 
alternately en- 
gaged by the de- 
tent permitting a 
limited move- 
ment of the lever in either direction of less extent than the 
full stroke of which said lever is capable, said detent being 
movable independent of the lever out of position to engage 
the stops, thereby permitting the lever an additional degree 
of movement. 





1.205 616 
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STEEL BASE REGISTER MEETS WITH FAVOR 
WHEREVER INTRODUCED. 





In every place that it has been tried, Stearns’ Steel 
Base Register, illustrated herewith, is claimed to meet 
with a universal appreciation which proves conclu- 
sively that it possesses real merit. This device, the 
manufacturers assert, represents the latest in warm 
air register construction, being handsome in design, 
very highly finished and perfect in operation. The 
efficient operation is made possible by the new operat- 
ing device which, it is said, cannot get out of order 





agsHhasay Adil 
TUNA 


Stearns’ Steel Base Register. 


and hence proves a great convenience to the house- 
holder. Further efficiency is noted in the full capacity 
that the register gives, both in the face and box, for 
the size pipe it is intended. Stearns’ Steel Base Reg- 
ister is made in five sizes, from 8 by 10 to 11 by 13 
inches and is furnished in black or white japan or in 
electroplated finishes. Further particulars, together 
with catalog of the complete line of warm air heater 
pipe and fittings, can be secured from the Stearns’ 
Register Company, 111 East Fort Street, Detroit, 
Michigan. 





NEW LINE OF SEMI-STEEL BASEBOARD 
WARM AIR REGISTERS. 





The line of semi-steel baseboard registers recently 


put on the market by the Symonds Register Company 
is said to have the 


new feature of 
choice of design in 
the sizes that inter- 
change and to 
some extent can 
be interchanged 
with other makes. 
These registers can 
be made to any de- 
sired depth of ex- 
tension and other 
dimensions, and 
according to the 
Company, any of 
their Mission and Floral design wafer registers can be 
converted into a baseboard register by the use of their 





Symonds’ Semi-Steel Baseboard Register. 


steel extension and requires no fastening other than 
the patented hook and bolt fastening device which is 
used on all Symonds registers. The movable grille is 
said to allow a greater free air opening which by 
actual test is practically 80 percent of their nominal 
size. Catalog giving further particulars can be ob- 
tained from the Symonds Register Company, 3117- 
23 Minnesota Avenue, St. Louis, Missouri. 


+6 
> 


DUPLEX GRATINGS IN STOCK FOR 
IMMEDIATE DELIVERY. 








For installations of pipeless warm air heaters, a 
double or duplex grating is required that will allow 
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cooled air to 
pass down in- 
side the casing 
and be reheated. 
The Duplex 
Gratings of the 
Tuttle and 
Bailey Manu- 
facturing Com- 
Duplex Grating for Pipeless Warm Air waned for this 
Heater. purpose are said 
to be of very durable construction and have, as pic- 
tured herewith, a round opening for the warm air 
and a square opening about this for the cooled air. 
Eight sizes of the Duplex Gratings are carried in 
stock for immediate delivery, so that rush orders for 
the different sizes of pipeless installations can be 
filled promptly. The sizes vary from 20 by 22 inches 
with a 14-inch collar to 45 by 45 inches with a 36-inch 
collar. Full particulars regarding construction and 
application, together with size and price lists, can be 
obtained from the Tuttle and Bailey Manufacturing 
Company, New York City and Chicago. 


HALEN 





ee 
Eb feb | Sete k Ts 
RE PePeeceeeetey 
PEE 
EVAR eee 














DESIGN AND GAUGE FOR SETTING FORM 
DISTINCT FEATURES IN WARM AIR 
REGISTER. 





The Hart and Cooley 140 Series Warm Air Regis- 
ters, which are made in six depths and eleven sizes, 
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Hart and Cooley 140 Series Register. 


and one of which is shown herewith, embody two dis- 
tinct features, namely, the design of the register and 
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the gauge for setting. With its convex face and gen- 
erous lines, this register is said to be especially desir- 
able for high grade work, and by using the setting 
gauge which accompanies it, the installer can, it is said, 
practically complete the installation when putting in 
the rough work, all that is necessary afterward being 
to slip the register into place. The 140 Series Reg- 
isters are of the two-piece type, consisting of the 
frame formed from a solid piece of metal, and the 
convex face. According to the manufacturers, escape 
of dust and discoloring of walls are prevented by 
bending the tin box over the edge of the frame; the 
register is quickly detachable, and the openings give a 
great air capacity. The operating device is simple 
and can be opened or closed with the foot. Further 
particulars are contained in Catalog Number 16, which 
gives complete description of this and all the other 
lines of the Company. Requests for this catalog 
should be made to the Hart and Cooley Company, 
New Britain, Connecticut. 


NS 


LATTICE DESIGN COLD AIR FACES MADE 
OF CAST IRON. 








Among the numerous warm air heating supplies 
of the Furnace Supply and Manufacturing Company 
is their Special Cold Air Face, furnished in a plain 
latice design as pictured herewith. This face is made 
of cast iron in any japanned or electroplated finish, 
or in an imitation oak to match the floor. According 
to the manufacturers, it gives a large air capacity and 
is very durable in construction. The border of the 
face is narrow, allowing a one-half inch lap on the 
floor,.and the ribs are made narrow and deep, so as 
to provide a large air space while retaining their 





Lattice Design Cold Air Face. 


strength. Ten sizes are made, with air capacities 
equal to register faces of 12x20 to 28x36 inches. 
Further details of these and many other warm air 
heating accessories are contained in the catalog of the 
Company, in which the manufacturers have shown all 
the items generally used by the trade. It is pointed 
out, however, that the Company is equipped to make 
practically everything needed by warm air heating 
and ventilating engineers, and trial orders are so- 
licited with the assurance that they will receive prompt 
and careful attention. Copies of the catalog of Warm 
Air Heating Supplies will be sent upon request by 
the Furnace Supply and Manufacturing Company, 
Cleveland, Ohio. 


REGISTERS GUARANTEED TO PREVENT 
STREAKING OF WALLS. 





The annoyance of streaked walls in the home caused 
by heated air is said to be entirely eliminated by the 
distinctive construction of the Rock Island Wall Reg- 
ister, the parts of which are pictured herewith. This 





Parts of Rock Island Wall Register. 


construction consists essentially of an expanding, in- 
terlapping slip joint of the register on the box, made 
by first placing the steel frame over the single metal 
projection on the box and fastening the frame to the 
box. Then the grille is inserted in position at the bot- 
tom of the frame and pushed back into place, thereby, 
it is said, automatically expanding the projection out 
between the frame and grille, after which the latter 
is fastened in position. Thus an absolutely tight joint 
is claimed to be obtained without any additional labor 
than the usual connecting operations. The registers 
are each sold with a tag attached, guaranteeing that 
they will prevent walls from being streaked when in- 
stalled according to the manufacturer’s method or else 
money will be refunded. For further information, 
address the Rock Island Register Company, 1230 Fifth 
Avenue, Rock Island, Illinois. 





REGISTER SHIELDS FORM USEFUL WARM 
AIR HEATING ACCESSORY. 





Because they serve several useful purposes in the 
home, shields for floor and wall registers are said to 
form a desirable warm air 
heating accessory. The il- 
lustration herewith shows 
the Neal’s Patent Register 
Shield for a floor register 
which, according to the 
manufacturers, is designed 
to improve the health of 
the occupants by helping to 
supply clean, moist air, and 
to protect the walls and draperies from becoming 
streaked by the heated air. A similar shield for wall 
registers is also made and the shape of each is such 
as to cause the heated air to be distributed evenly over 
the room. The shields contain pockets to catch tie 
dust, and moisture is supplied to the air from the pans 
at the sides. By thus increasing the humidity of the 








Neal’s Patent Shield for 
Floor Register. 




















N 


December 2, 1916. AMERICAN ARTISAN AND HARDWARE RECORD 77 


room, the appliance is said to raise the efficiency of 
the warm air heating system, and prevent the de- 
teriorating effect of dry air upon the furniture and 
woodwork, besides making the rooms much more com- 
fortable to live in. Further information about both 
styles of shields, which are substantially made with 
an aluminum bronze finish, can be obtained from the 
Hall Hardware Company, 137-139 West Washington 
Street, Indianapolis, Indiana. 
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ADJUSTABLE CEILING VENTILATOR WARMS 
UPSTAIRS ROOMS. 








To warm cold upstairs rooms at a low cost is the 
purpose of the Independent Adjustable Ceiling Ven- 
tilators and 
Registers, one 
of which is pic- 
tured herewith. 
With their use, 
the manufactur- 
ers state, the 
surplus heat 
from rooms on 

the lower floor 
Independent Adjustable Ceiling Ventilator . “4: 

With Cords Attached. is utilized and 
carried to the rooms above, saving the cost of an 
extra stove or in the case of homes with warm air 
heaters, the expense of in- 
stalling wall pipes to the up- 
per rooms. Each ventilator or 
register is said to be complete 
in itself, consisting of a floor 
register with valves, a ceiling 
plate, and a sheet metal box 
which adjusts from seven to 
twelve inches. The floor reg- 
ister is japanned black, the 





























cilitate installation, the ceiling 
plate has a_ six-inch round 
opening in the center with a 
Used With Heating Stove.removable grating. A new 

feature is found in the cords 
furnished with each ventilator, by means of which the 


ventilator may be opened or closed from the room be- 
low. Further 


particulars of the 
Independent Ad- 
justable Ceiling 
Ventilators and 
Registers, togeth- 
er with size and 
price lists, can be 
obtained from the 
Independent Register and Manufacturing Company, 
Cleveland, Ohio. d 
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DEFLECTING REGISTERS IN PLAIN LATTICE 
OR SCROLL DESIGN. 





The deflecting type of register for sidewall or base- 
board use.is said to have many advantages that insure 
its increasing popularity. Such registers, because 


ceiling plate white; and to fa-- 


they occupy no floor space, do not interfere with the 
placing of rugs or carpets and are claimed to be more 
efficient and sanitary. The manufacturers of the 
Walworth Deflecting Registers have made the sub- 
ject of deflecting registers their special study, with 
the result, they state, that they have produced a type 
which is unusually ornamental, has an extra large 





Walworth Defiecting Register, Plain Lattice Design. 


capacity for its size because of the convex shape of 
the face, which together with the deflecting plate can 
be easily removed for cleaning. These registers are 
being furnished in plain lattice as well as_ scroll 
design, and the illustration herewith shows one style 
of the former. Full particulars of the entire line of 
registers can be secured from the Walworth Run 


Foundry Company, Cleveland, Ohio. 
— cer 


AIR SPACE IN DOUBLE WALL PIPE INCREASES 
HEATING EFFICIENCY. 





The Handy Warm Air Pipes and Fittings are made 
with a large ventilating space between the inside and 
Ta outside pipes in which a 





current of air passes 
from the basement to 
the top of the register 
head where it is dis- 
charged into the parti- 
tion above. This circu- 
lation of air keeps the 
warm air passing 
through the inner pipe 
from becoming chilled, 
so that both the safety 
and efficiency of the sys- 
tem are thus enhanced. 
A distinctive feature of 
the Handy Pipe and Fit- 
tings is claimed to be 





Handy Warm Air Heater Pipe. 
found in the long connecting slip which fits easily and 
perfectly into the receptacle of the adjoining piece and 
gives a reliable, permanent connection with but a slight 
effort on the part of the installer. Any length of 
stack, it is stated, can quickly be erected with the dif- 
ferent short pieces or the Handy Adjustable Joints, 
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so that in any event a great saving in time and labor 
is realized. Further particulars are contained in the 
catalog which will be sent upon request, by F. Meyer 
and Brother Company, 1313 South Adams Street, 
Peoria, Illinois. 





DOUBLE WALL WARM AIR HEATER PIPE 
HAS MANY ADVANTAGES. 





The facility in erection, the safety features and the 
durability of double wall warm air heater pipe offer 
many advantages to the in- 
staller of warm air heat- 
ing systems. Foremost 
among those features is the 
fact that the air space be- 
tween the inner and outer 
walls prevents the cooling 
of the heated air traveling 
through the pipes, two sec- 
tions of which are shown 
herewith. Being made in 
lengths of 2634 inches, 
with short joints in length 
from 2% to 15% inches, 
the pipe is said to enable 
the installer to construct 
any desired style of stack, no matter how long, how 
short or how crooked, without making or cutting a 
single piece or wasting an inch of material. Every 
joint and piece, the manufacturers claim, firmly em- 
braces and fits into the adjoining ones, so that the com- 
pleted stack is as smooth and straight as the bore of 
a gun. The pipe is described as being made of the 
best bright tin plate, without rivets or solder, by ma- 
chinery specially adapted for the purpose. Catalog 
giving full particulars of the Michigan Safety Warm 
Air Heater Pipe and Fittings will be sent upon re- 
quest to dealers addressing the Michigan Safety Fur- 
nace Pipe Company, 113-115 East Fort Street, Detroit, 
Michigan. 








Michigan Safety Warm Air 
Heater Pipe. 
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HEAT REGULATOR THAT IS ENTIRELY 
AUTOMATIC IN OPERATION. 


For a third of a century the Minneapolis Heat Reg- 
ulator is said to have proven satisfactory in residences, 
taking complete and accurate charge 
of the dampers of any style of heat- 
ing plant burning coal or gas. Its ef- 
ficient operation, the manufacturers 
state, maintains a uniform tempera- 
ture at any degree desired and will 
automatically, at any pre-determined 
hour, raise or lower the temperature 
to any degree. With the new non- 
winding electric motors, direct and 
alternating current, the regulator is 
claimed to be entirely automatic, elim- 
inating all winding and care of the 
Thermostat of Motor. For homes with electric cur 
Mineaniater rent, the alternating current motor is 

supplied, and where no direct cerrent 
is available, the direct current motor is used with 











power furnished by four dry batteries. Models are 
also furnished using spring or gravity motors. Each 
style is said to undergo the most careful supervision 
and tests before it leaves the factory. so that it is dur- 
able and efficient in service, being guaranteed as to 
material and to regulate the plant on a change in 
temperature of two degees or less. Booklets showing 
all the models, together with attractive folders for dis- 
tribution, can be obtained from the Minneapolis Heat 
Regulator Company 2761 South Fourth Avenue, Min- 
neapolis, Minnesota. 





DRAFT CONTROLLER MAINTAINS UNIFORM 
TEMPERATURE IN THE HOME. 
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A simple device which automatically opens and 
closes the warm air heater drafts and maintains a uni- 
form temperature throughout 
the house at all times is said 
to be found in the Kees Draft 
Controller, an installation of 
which is pictured herewith. It 
consists simply of a series of 
levers and a rod which extends 
down through the casing with 
the lower end resting on top of 
the warm air heater dome. In 
operation, the expansion or 
contraction of the dome causes 
the rod to be moved up or 
down and this movement is in- 
creased by the levers and com- 





Kees Draft Controller 
Installed in the Home. 


municated to the chains connected to the damper and 


draft. This force, it is claimed is positive, and regu- 
lates the drafts so that an even fire and a uniform tem- 
perature are maintained. By keeping an even fire, 
the controller is said to prevent the waste of fuel due 


to overheating and no more is burned than is actually 


needed; furthermore, by preventing overheating as 
well as sudden heating and cooling, it lessens the ex- 
pense for repairs and lengthens the life of the warm 
air heater. The controller is made entirely of cast 
iron and stamped steel with a few, simple parts, and 
its automatic operation, the manufacturers state, re- 
lieves the householder of most of the care of his warm 
air heater. For further details, address the F. D. 
Kees Manufacturing Company, Box 619, Beatrice, 
Nebraska. 

REGULATOR FOR WARM AIR® HEATERS 

TURNS ON DRAFTS AT ANY 
DESIRED TIME. 








The Haynes Regulator for warm air heaters is de- 
signed to turn on the drafts at any desired time before 
arising in the morning, thus greatly lightening the 
cares of the householder. It is built entirely of brass, 
finished in an attractive manner and is capable of serv- 
ing several additional purposes besides regulating the 
drafts. If placed on the first floor in the kitchen, the 


clock of the thermostat may be. used as a timepiece, 
as it can be easily removed for winding apd setting 
and is a standard alarm. The thermostat can be se’ 




















in the basement or on the first floor, working equally 
well in either place, and, according to the manufac- 
turers, can be used to switch off the electric lights at 


any hour, which is another great convenience. As 
regards the construction of the Haynes Regulator, it 
is said to be very simple and durable—not an experi- 
ment, but the result of several years’ study in this 
line. Full particulars, together with price list, can 
be obtained from Will J. Haynes, 4057 Forest Park 
Boulevard, St. Louis, Missouri. 





DAMPERS A NECESSITY IN THE FIREPLACE. 





Because they serve several useful purposes, fireplace 
dampers are said to be a necessity in the home. Years 
ago when fireplaces were 
built with the flue entire- 
ly open from the roof of 
the fireplace to the top of 
the chimney, a good por- 
tion of the heated air 
escaped up the chimney 
and there was no means 
of successfully checking 
the fire or entirely cutting 
off the draft when the 
fireplace was not in use. 
Today, however, modern ingenuity has found a way 
to eliminate this waste and inconvenience, for by the 
use of a well-constructed damper, the fireplace is made 
capable of heating the room at a low cost. Such a 
device is said to be found in the Stover Dome Damp- 
ers, an installation of one style of which is pictured 
herewith. This damper, the manufacturers declare, 
serves three purposes: First, it conserves the fuel by 
regulating the draft; second, it utilizes more of the 
heat by forcing the heated air out into the room; and 
third, it saves the mason considerable time in forming 
the roof or throat of the fireplace and insures a per- 
manent, strong and smooth opening. This last fea- 
ture alone is said to be worth the cost of the damper 
to the contractor. Further particulars of the various 
styles and sizes of Stover Dome Dampers are con- 
tained in the catalog of Fireplace Fixtures which can 
be secured from the Stover Manufacturing and En- 
gine Company, 719 East Street, Freeport, Illinois. 






ACE BRICK 


Installation of Stover Dome 
Damper. 





RELIABLE STEEL CHAINS FOR WARM AIR 
HEATERS. 





Chains for any purpose must of necessity be 
strong and durable, and the various types manufac- 
tured by the Corbin Screw Corporation are said to 





Corbin Warm Air Heater Chain. 


possess this characteristic in the highest possible de- 
gree. Like the Corbin screw products, coaster 
brakes, speedometers, etc., this line of chains is man- 
ufactured from high-grade material by modern im- 
proved processes based upon many years of experi- 
ence, and hence they are said to be reliable and de- 
pendable at all times. In addition to the single and 
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double iron and brass jack chains, ladder chains, 
plumbers’ and safety chains, key chains, etc., the line 
includes a steel chain for warm air heater use, shown 
herewith, that is said to meet with universal ap- 
proval. The manufacturers claim this to be unsur- 
passed as regards uniform strength, quality and ap- 
pearance. Orders for these chains, they state, can be 
filled quickly because of their large stock and excel- 
lent manufacturing and shipping facilities. Full par- 
ticulars, together with details of other Corbin prod- 
ucts and price list, can be obtained from the Corbin 
Screw Corporation, New Britain, Connecticut. 





EXPLAINS CAUSE FOR FAILURE OF WATER 
COILS TO OPERATE PROPERLY. 





Many installers of warm air heating apparatus, 
as well as stove dealers, have had considerable 
trouble with making water coils in warm air heat- 
ers or water backs in ranges operate properly even 
though the connections are correctly made. There 
appears to be a real epidemic of such troubles at cer- 
tain times, judging from the numerous requests for 
assistance in working out problems of that sort which 
have been received by AMERICAN ARTISAN. 

The following letter from G: W. Johanson, Man- 
ager at Sault Sainte Marie, Michigan, for the Holland 
Furnace Company, Holland, Michigan, will therefore 
no doubt be of considerable interest : 

To AMERICAN ARTISAN: 

I herewith explain for your readers’ benefit the 
cause of water coils or water backs not heating the 
range boiler when apparently they should do so, be- 
ing properly connected and having the proper heating 
surface. 

It may be that the majority of your readers know 
of this cause, but still some do not; it is simple 
enough, but I lost some sleep myself before I tumbled 
to the fact of it. 

It mainly occurs when a boiler that has been in use 
is disturbed to connect same to a heating plant, and 
when it does occur the cold waier circulating pipe 
gets warm and the hot water circulating pipe gets 
cold, the cause being that scales from the inside of the 
tank form a check-valve over the opening in bottom of 
tank, thus allowing water to circulate the wrong way 
—not the way intended. 

Very Truly Yours, 
G. W. JOHANSON, 

Sault Sainte Marie, Michigan, November 23, 1916. 


KNOW YOUR COST OF DOING BUSINESS. 





Hardware retailers might be surprised if they knew 
how many of the big companies with whom they have 
dealings employ the services of expert accountants ; 
and they might also be surprised to learn how valu- 
able such expert service might be in their own busi- 
ness. A bookkeeper who knows his business is just 
as important for a store as a steam gauge on a boiler. 
The stoker and the engineer might be very proficient 
and still blow the whole works up if they had no 
means of knowing when the pressure was too heavy. 
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PATTERNS FOR WARM AIR HEATER BOOTS. 





BY O. W. KOTHE. 

In late years warm air heating men have evolved a 
great variety of fittings as connections between the 
round leaders from the warm air heater with the ris- 
ers or wall stacks. Three that are used very much 
are here shown; all are very simple and while there 
are a great many others of different design, yet the 
main idea is to make such a turn so that the air will 
flow without friction. 

In Figure 1 we have one of the older style boots. 
When the side elevation is drawn, that already be- 























and the section “M” and “N” gives us the size of en- 
larged views of the pipe to be used. To lay out this 
boot properly, triangulation would have to be em- 
ployed, and would also require making this boot in 
two different pieces. This is overcome in this way of 
cutting as shown, and kinking the corners and seam- 
ing them, thus making the boot as shown in Figure 2. 
The best way to make this pattern is to draw a pat- 
tern for a pipe for the round end and then from the 
center mark off rectangle stretchout as shown. Take 
your measurements from side elevation and section 
which gives you the pattern as shown by “E.” 

In Figure 3 we have an ordinary square to round 
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Development of Patterns for Warm Air Heater Boots. 


comes a pattern, only laps must be allowed for seam- 
ing. Then, as will be observed from the sketch, the 
throat and heel are just straight strips of metal made 
equal to the width of boot with lines drawn for bend- 
ing as shown. 

But in Figure 2 we have another form of boot that 
warm air heater men call Number 2. This boot is 
made up on the same order as a straight joint of pipe, 
after which the rectangle and angle is formed and 


riveted as shown. The side elevation shows one view 


transition piece as a connection between the elbow and 
wall stack. The enlarged sections “O” and “P” give 
us the sizes for pipes. The pattern can be laid off 
in a very simple way by marking off the stretchout 
on the line A-A for the rectangle, and then measure 
the height of boot and draw a line parallel to A-A 
and step off your stretchout, thus giving you points 
to draw your lines for sides. This pattern would not 
be accurate as shown by the dotted lines within this 
pattern, which indicate the way it would have to be 























to be accurate. But where only one or two are re- 
quired the first method can be applied and the ends 
trimmed after the corners are bent. Laps have to be 
allowed extra. 





CO=EFFICIENTS OF HEAT TRANSMISSION 
AS ESTABLISHED BY AUSTRIAN 
ENGINEERS. 


At the Autumn Meeting of the British Institution of 
Heating and Ventilating Engineers, Mr. Alewyn A. 
Jones, a member, read the following interesting paper 
on “Co-efficients of Heat Transmission Established 
by Austrian Engineers”: 


In response to the request of the Standardization Com- 
mittee for short papers dealing with the co-efficients of: heat 
transmission, [ think that it would be interesting to our 
Members if the tables adopted by the Austrian engineers 
were incorporated in our reports. These tables were estab- 
lished with the greatest care, and have been confirmed in 
practice. I have translated the figures of this document into 
British units literally, rather than re-arrange the figures for 
British thicknesses, etc., thereby altering the official Austrian 
tables to some adapted from them by myself. In submitting 
this paper, 1 hope it will prove useful to the Standardiza- 
tion Committee, who would doubtless adapt the figures to 
suit British practice. 

As I mentioned in my remarks on Mr. Walter Jones’ 
paper on “Heat Transmission and Heat Emission,” it is ad- 
visable to adopt the figures of some reliable authority, as a 
temporary expedient, until we are able to set up some definite 
co-efficients, these latter to be arrived at by means of experi- 
ments and, of course, on British materials of construction. 

I think that by the comparison of these figures with those 


Thickness of the Thickness of the With limestone With sandstone 


stone in ins. brickwork in ins. facing. K = facing. K = 
3.9 oe 5.9 0.376 0.360 
3.9 =e 11.8 270 . 260 
3.9 — 17.7 a 208 . 204 
3.9 we 23.6 ‘ae .172 .169 
3.9 ie 29.5 145 142 
3.9 ron 35.4 124 124 
3.9 rr 39.3 114 .110 
Se « 5,9 331 .299 
9.8 sah 11.8 245 227 
9.8 “a 17.7 .190 182 


Compressed Concrete Walt. 


Thickness of wall Solid conercte Concrete with air 


in inches. K = space K = 
7.8 0.501 0.309 
11.8 a5 .432 .280 
15.7 .378 .256 
19.6 335 237 
23.6 303 £219 
yf as .276 .204 
31.4 £253 «192 
35.4 233 .180 
39.3 a Ped Gg Eve 172 
43.3 tas — Ds 161 
47.2 ae — ee 153 
51.1 ae — .147 


Tables Showing Co-efficient for Brick and Concrete Walls. 


of Rietschel and the German Union of Heating Engineers, a 
temporary set of co-efficients could be arranged for this 
Institution. Then with the aid of Mr. Barker’s promise to 
devote the laboratory at the University College to this work 
for making actual tests, we shall be on the right road to en- 
able ns to ask architects and even the Government to make 
the figures compulsory. 

I am at the present time translating the figures of heat 
transmission and also the notes and formule on the co- 
efficients of increase of Rietschel, and shall be pleased, should 
you so desire, to send a copy of this along for the use of the 
Standardization Committee. 
A.—Co-efiicients of heat transmission. 
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The co-efficient K is expressed in B. T. U. for a surface 
of 1 square foot and 1 degree difference of temperature per 
hour. 


Brick Walls. 








Thickness ininches| 5.9 tS} 37.7 | 2h6 | 29.5 | 35.4 | 41.3 | 47.2 
ee ee PA! | | | | 
| —— | a hag a a 
Brick _wall with | | | 
covering inside and | | 
outside. K= 0.483 | 0.319 | 0.243 


0.194 | 0.161 | 0.139 | 0.122} 0.114 
e | | | 
Brick ; wall with | 


plaster inside. K= 530} .347| .262 .206 | 172 | 145 | 126; .116 





Brick wall with air 
space of 2in. K= | 
Brick wall with | 
layer of plaster of | 
lin. and air space 
of 2in. K= 249 | 198} .163 


.276| .198| .167! 142! .120) 106! .094 























Stone Walls. 


27.5 | 31.4 | 35.4 | 393 


Thickness in inches] 11.8 15.7 | 19.6] 23.6 
| | 
= he | ——| = | — = — 
Sandstone wall. | | 
K= 0.585 | 0.512| 0 452 0.407 | 0.370 | 0.339 | 0 313 0.290 
} 


} | 


Limstone wall. 
407| .374| .346| .319 











645 | 562 497| .448 


Tables Showing Co-efficients for Brick and Stone Walls. 


Thickness of wall in inches— 


5.9 11.8 17.7 23.6 29.5 35.4 
ee eee 0.430 286 225 180 145 122 
Joists in inches. |e Joists in inches. K= 
6.2 Sy 0.147 10.2 0.106 
7.0 ee .137 11.0 .098 
7.8 sini .124 11.8 .092 
8.2 i .120 12.5 .090 
8.6 si .116 13.7 .081 
9.0 "— 114 — 15.7 .O75 
9.4 — .110 ib 17.7 .073 
9.8 aide .108 19.6 .071 
21.6 .057 


Table Showing Co-efficient for Thickness of Walls. 


Thickness of the partition in inches— 


0.59 0.78 0.98 
OE 65 cian Ohad wniaeeubin wade 0.491 0.430 0.409 
Wood Partition with Covering Each Side. 
Thickness of the partition in inches— 
0.7 0,98 1.18 1.57 
|| ee er 0,266 0 245 225 0.204 
Conglomerate Cork Wall. 
Thickness in inches...2.75 4.72 98 14.9 
| a ee eee 0.202 0.116 0.059 0.041 
Plaster Slab Wall. 
Thickness in inches. K 
I as a nah cdsk tS cual Gn ¥ @ Gredvbrnie Bee G eihwiat 0.655 
137 16 
IP ics:co, ares nse tw Geer HE aE Sew at DR Pike ewes EE 593 
MD ois fascia fncatancaed Guatahn aids eaten a Te aes fewwa alee 5 73 
2.75 AD 
PEE oid nee Ruranenkp Send eciawecs seers O18 
5 ADD 
IES be ogc anda Ma Bn adi Sia nd a Hardie sews ATT 


Floors and Ceilings. 
Floor of wood bearers (Figure 1), with plaster ceiling 
beneath, and pugging, battens and flooring above. K = 0.055, 














NOB 


Figure 1.—Plaster Ceiling on Wooden Bearings. 








Single wood floor (Vigure 2). K = 9.527, 


Fe (ss 
(72 








fh 


Figure 2.—Single Wood Floor. 
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Floor with joists (Figure 3), having a layer of plaster, 
an air space, pugging, and flooring. K=0.1; K’=0.049. 
(K for cold air above, K’ for cold air under the floor.) 
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Figure 3.—Floor With Joists. 


Floor with joists (Figure 4), having a layer of plaster, 











an air space, pugging, battens and _ flooring. K = 0.888; 
K’= 0.045. 
Fe a ee sc 























Figure 4.—Floor With Air Space. 


Reinforced concrete floor (Figure 5), with battens and 














flooring. K = 0.239, 
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Figure 5.—Concrete Floor With Battens. 


Reinforced concrete floor (Figure 6), with battens and 
pt — layer of plaster on metal lathing. K = 0.287; 
‘= 0,186. 
































Figure 6.—Concrete Floor With Metal Lath. 


Reinforced concrete floor (Figure 7), having a layer of 
plaster on metal lathing, the floor of ferro-concrete, properly 
so-called, pugging, battens and flooring. 

Vaulting of masonry 5.9 inches without pugging: 























Figure 7.—Reinforced Ccncrete Floor With Metal Lath. 


re NN iin dusk ewhokeecses . -K= 0.339 
With covering of asphalte.................... = 823 
With covering of linoleum..................0. = 331 
With flooring on asphalte..................0.. = .286 
Vaulting of masonry 5.9 inches with pugging: 
With battens and flooring. ............cces000% K= _ .067 
Roofs. 


Reinforced concrete (Figure 8), with layer of plaster on 
metal lathing, air space, reinforced concrete, pugging of wood 
sawdust and gravel pugging. 





250 One 0, 5.0 OO 7, © OPO FEL Oe 
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Figure 8.—Reinforced Concrete Roof With Air Space. 

















For joists of 6.299 inches high and 2 feet 6 
inches to 3 feet 9 inches wide........... K = 0.2 
Reinforced concrete roof without air space 
PIED 0. aia hoo Mehasekbaka he cehaunee K = 0.575 
Roof with tarred paper on laths 9.984 in. thick. K = 0.436 
RE en Pee een Taare K= 444 
TS EE re ee ene eee ie K= 444 


eee ee See ne een hie Sige tee aR RAP | K= .4380 


Tale Tonk: witinatet Bae .s i cksivcsivvcie ap sevase = 993 
Roof of wood sawdust agglomerate........... = 270 
ENE EEE DEIR bon o's. cece ee cc deacass ces K = 2,129 


Windows and Glazed Lights. 
Thickness of glass in inches— 


039 ~=.078 118 157 38.196) «=6.236 S275 
Single windows— 
A its 1.101 1.095 1.087 1.081 1.073 1.067 1.058 
Thickness of glass in inches— 
314 304 393 
Single windows— 
K= 1.052 1.046 1.038 
IS in ccdeccccvadinceveds kab cuebause K = 0.471 








Figure 9.—Reinforced Concrete Roof Without Air Space. 


For large size rooms and rarely used it is necessary to 
take a special calculation: 

(a). For the absorption of heat by the solid masonry it 
is necessary to allow that it penetrates to an internal thick- 
ness of 4.7 inches at the temperature of the room. 

According to the formula: 


1 
Wa=GS (T—t) —in B. T. U. in which 


Zz 
G = weight in Ibs. of part of the wall 4.7 ins. thick; 
S = specific heat of the materials of construction; 
T =temperature to attain in the room; 
t = initial temperature; 
z=number of hours allowed to attain desired temperature. 
(b). For the loss per hour of heat by the walls, the win- 
dows, and floor and the ceiling, take the formula: 
Wt = FK (T—t) in B. T. U. in which 
F is the surface in square feet of walls, windows, etc., of the 
room, and K for the co-efficient of heat transmission. 
(c). For heating the air of the room, apply the formula: 


1 
We= 0.24 L (T —t) — X 0.0807 in B. T. U. 


Zz 
in which L is the volume of the room, 0.24 the specific heat 
of the air 
2. For the position: 

The situation to the north requires a supplement of 
20%, to the east and the west 15%, to the south 0%; for the 
intermediate situations intermediate figures are taken. 

Doors. 
Thickness of the wood in inches— 
0.787 1.181 


{ Interior doors 
K= 440 305 301 .260 229 


1.574 1.968 2.362 


Soft wood + 
‘ Exterior doors 
{ = 487 
Interior doors 
K= _ .606 512 


387 323 §=..276 .239 
466 A19 380) 


Hard wood + 
Exterior doors 


K= .684 ~~ ~«.587 518 





A483 Al19 


3. For the wind: 

It is necessary to add 10% for the surfaces particularly 
exposed to the wind. 

4. For the height of the rooms: 

The influence of the height of the rooms ought to be 
taken into account for the rooms of more than 13 feet by 
adapting an interior temperature increasing with the height 
of the room. 

By allowing T as the tempterature to obtain at the height 
of the head, take: 

T’=T+0.014T (H — 9.84) 
in which T’ is the temperature at the ceiling, and H the 
height of the room in feet. 
The temperature to adopt in the calculations will be— 
Y tale tt 


2 
Temperature Allowed for the Rooms Not Heated. 
Closed room not heated, placed between two heated 


PMN sot te. ches baehwn bane bs bE eae ecw ese 1°F 
Closed room adjacent to a heated room................ 32°F 
SION ir Crane tis Some A. Ce tar ed Mire 8 32°F 
Room not heated often connected with the exterior 

(Genie NI Rb cence eacuuise seas § 23 
Ground floor without basement under.................. 32°F 
Attic under metal or Slate TOOE. ...cic6d'scs ce beccs voces 14°F 
Attic under concrete: tile of paber Toot... 0: ..0...66.% 23°F 


It is necessary to determine the temperature of a room 
not heated, by considering the heat absorbed or stored by 
the walls, windows and ceilings. 
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~ PRACTICAL HELPS FOR THE 
TINSMITH 





was 





PATTERNS FOR PANEL MOULDS. 





BY O. W. KOTHE. 
Method for developing panel mouldings can be ap- 
plied to a great many useful things for ornamental 


REQUIREMENTS OF SHEET METAL WORKERS 


PROMPTLY FILLED. 





In emphasizing their facilities for handling busi- 


ness, the Merchant and Evans Company state that 














purposes around the house. " ‘ ” ge) She 
For instance, lawn vases 4 
can be made of sheet metal see Sarees oe i 


with square or triangular 





panels in the side, then, 
too, picture mouldings can 
be made to almost any de- 
sign by using the method 
here shown to get the pat-_ 























tern. 
The first thing is to draw 









































your elevation of panel- 








ing. Often only one detail 








and a miter is sufficient, 











but in this case we show 





the full drawing. The 








quarter circle or cove is 
divided into equal spaces, 
and lines projected to meet 





























the miter lines. Then the 








stretchout is placed at right 
angles to side of panel and 
the pattern is projected 
from it as shown by the 
pattern “A” and “B.” 
Where a panel is to be 
other than square, such as 
triangular or having a cir- 
cular top and triangular 
bottom, the method shown 
for the triangular panel can 
be applied. Any desired de- 
tail can be inserted in place 
of the one shown for “D.”. 





doth stretchouts are picked 





from the sections and 





stepped off at right angles 
to the run of moulding, 
after which stretchout lines 
are drawn and points are 
projected from the miter 
lines Y-Z-X, thus giving 
you the patterns “C” and 
“D.” The panel itself can 
be added to one of these 
patterns or can be made in a separate piece if desired, 
which is usually done when the panel is small. 
sialic 

The Cleveland Galvanizing Works 
Cleveland, Ohio, have increased their capital from 
$50,000 to $250,000. 





Company, 





Pattern “D" 









Development of Patterns for Panel Moulds. 


fifty years of practical and extensive experience in 
the metal business, three large plants, numerous 
offices and warehouses, and a wide reputation for fur- 
nishing reliable materials, enables them to fully and 
promptly meet all the regular requirements of sheet 
metal contractors in their lines, and to take care of 
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unusual and special propositions. The Merchant and 
Evans line includes bright and terne plates; black, 
blued, polished, planished and galvanized sheets; 
solder, gutters, spouting, elbows, shoes, hangers, 
hooks, cresting, finials, and strainers; sheet copper, 
zinc and lead; Star Ventilators; metal tiles and 
shingles; Evans Almetl fire doors and shutters; reg- 
isters, dampers, stove boards, bolts, collars, elbows 
and rods; sheet metal workers’ tools, machines and 
supplies’ of all kinds. The various items are featured 
in a number of interesting circulars and folders is- 
sued by the Company, and sheet metal contractors 
can learn full details about their requirements by 
writing for these to the Merchant and Evans Com- 
pany, Philadelphia. 





2 
~-or 


TEXAS SHEET METAL CONTRACTORS USE 
NEWSPAPER ADVERTISING TO SECURE 
BUSINESS. 








—— -s 


4 P rin and Sheet Metal Works *. 
* + Repair Work a Specialty 











The man who may require the services of a sheet 
metal contractor must be impressed with the willing- 
ness and ability of 

INNERS ,] those in that line 

T ‘| to serve him, just 
a «| as he needs to be 
BLAIR & PRICE ° reminded that the 

602 Capitol Ave. &% Phone Pres. 2712 hardware store in 

J. B. Blair pF Price his community 

. | carries a_ reliable 

line of tools, for 

instance, at rea- 

pent neue Satermation: $9 ‘Tite sonable prices. An 
advertisement featuring hardware items, is no doubt 
of more immediate consequence than one designed to 





ROOFING 


? Metal Shingle, Galvanized and 
Tin, Slate and Tile Roofing. All kinds 
q of Gutter and Spouting. Tanks. Warm 
Air Furnaces. 


4 
Holtkamp’s Tin & Sheet | 
Metal Works 


Phone Preston 1249 406-408 Capitol Ave. 


secure contracts 
for sheet metal 
work, but the fact 
remains that the 
contractor who 
keeps his name be- 
fore the public 
usually manages, 
in the parlance of 














the ring; to “bring 
This A 
s a a Complete home the bacon.” 


The sheet metal contractors in Houston, Texas, evi- 
dently have been introduced to this circumstance, for 
the perusal of a recent issue of the Houston Daily 
Post discloses the two single column, one and one-half 
inch advertisements reproduced herewith, which were’ 
inserted respectively by Blair and Price at 602 Capitol 
Avenue, and Holtkamp’s Tin and Sheet Metal Works 
at 406-408 Capitol Avenue. From a standpoint of 
arrangement there is little choice between the two 
announcements, as they are practically identical. The 
layout of the second, however, which makes the name 
subservient to the body of the advertisement, and 
enumerates the various items, is the preferable one to 
follow. 


= 
> 


The man who has no desire to do his work well is 
either in the wrong kind of work or else he is shift- 
less. In either case he is no help to the business. 





PATENTS MITER JOINT FOR GUTTERS. 





Marshall R. Williams, Terre Haute, Indiana, as- 
signor to the Braden Manufacturing Company, Terre 
Haute, Indiana, has procured United States patent 
rights, under number 1,205,302, for a miter joint for 


gutters described in the following: 

In a miter joint for 
gutters, the combina- 
tion with a _ half- 
round gutter having 
a lock seam uniting 
the mitered edges, 
and having cylindri- 
cal rolls at the outer 
edges of the gutter, 
of a one piece cap 
bent half round in 
cross section to fit 
the top of the gutter 
rolls and also bent to form a continuation of the two rolls, 
said cap having an apron continuous with said half round 
portion extending into the gutter and soldered thereto, said 
cap also having a pair of outside aprons which are clenched 
to respective rolls on each side of the miter by being bent 
under said rolls. 


GAS SOLDERING FURNACE HAS AUTOMATIC 
CONTROL OF GAS SUPPLY. 




















Tinsmiths, roofers and others using soldering fur- 

3, who appreciate the question of economy in a 
gas furnace, should find it of 
interest to note the “Auto- 
matic” gas soldering furnace, 
which is said to save fifty per- 
cent of their gas bills. This 
device, here illustrated, is de- 









Se 


Automatic Gas Soldering Furnace. 


scribed as one which automatically turns on the gas 
and lights it from the pilot light when the soldering 
copper is placed on the forked rest, and automatically 
shuts off the gas when the copper is removed. By 
simply lighting the pilot, the furnace is ready for use 
at any time, and the cost of operating the pilot is 
said to be less than the time wasted in turning the 
ordinary furnace on and off. The “Automatic” has 
an easily adjusted gas and air valve, said to insure 
complete combustion and high heat. Further par- 
ticulars and price list may be secured from the George 
W. Diener Manufacturing Company, 400-416 Monti- 
cello Avenue, Chicago. 





a+ 
* 


LOW MAINTENANCE COST COMMENDS 
TONCAN METAL SHEETS FOR LINING 
REFRIGERATORS. 





The ability of Toncan Metal Sheets to resist rust 
and corrosion is said to be an assurance against fre- 
quent repairs and replacements, and their low main- 
tenance expense forms the prime reason for their use 
in the numerous situations where metal sheets of great 











Low J 
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durability are required. For instance, the constant 
presence of moisture in a refrigerator makes essential 
the use of durable material for linings, and because 
it serves the purpose satisfactorily, Toncan Metal is, 
according to the manufacturers, being used extensively 
for built-in, as well as portable, refrigerators by some 
of the most: prominent manufacturers in the country. 
The twenty-five refrigerators, varying in size from 24 
feet long by 8 feet deep to 4 feet by 4 feet, which were 
installed in the new Equitable Building in New York 
City, are all lined with galvanized Toncan Metal sheets, 
a total of about three tons being used. Another prom- 
inent installation is that of the Kansas City Railroad 
Terminal, where thirty-two refrigerators and a gigan- 
tic humidor were lined with these sheets. This ma- 
terial is also applicable to many other uses and its 
manufacture, together with much valuable information 
about the sheet metal in general, is contained in the 
“Sheet Metal Primer,” which will be sent to inter- 
ested parties upon request, by the Stark Rolling Mill 
Company, Canton, Ohio. 





CONDITIONS IN METAL MARKET BRING 
ADJUSTMENT IN PRICES OF 
METAL SHINGLES. 





The unceasing upward march of the metal market 
has necessitated an adjustment in the prices of most 
metal articles, as has just 
been announced by the 
manufacturers of Cort- 
right Metal Shingles. As 
‘everyone in the trade 
knows, the steady in- 
crease in metal prices 
have brought about a 
condition where prices of 
metal products must be 
advanced if their quality 
is to be maintained. This 
is the reason cited for the 
slight advance in the 
prices of these shingles 
—otherwise the manu- 
facturing would be done at a loss. The margin of 
profit, the Company states, has never been large and 
the quality has always been a matter of pride with 
them. Cutting this quality was not to be considered, 
and even at the slight increase, they feel certain that 
their customers will gladly cooperate in maintaining 
the standard of Cortright Shingles. These are made 
in four styles—Metal Slates, Victoria Shingles, Ori- 
ental Shingles and Imperial Shingles, the last of which 
is illustrated herewith. Full particulars of each type, 
together with revised price list, can be secured from 
the Cortright Metal es Company, Philadelphia 
and Chicago. 





Cortright Imperial Shingle. 





TWO-THIRDS OF WORLD'S SUPPLY OF TIN 


MINED IN MALAY. 





More than two-thirds of the world’s supply of tin 
is mined in the Malay Peninsula. Straits tin, as it is 
known in the trade, is of exceptionally good quality. 


Much of the tin is brought to the smelters of the 
Straits Trading Company, at Singapore, and after re- 
finement is shipped direct to the United Kingdom or 
the United States in slabs approximately 99.9 percent: 
pure. The total exportation of tin from Malay dur- 
ing 1913 was valued at $47,492,845, and $34,460,128: 
for 1914, with a total of direct shipments to the United! 
States of $13,295,674 for 1913, $8,726,076 for 1914, 
and $17,991,042 for 1915. 

There is a tendency toward an increase in direct: 
shipments to the United States. Some difficulty was 
experienced in direct exportation to America soon 
after the outbreak of war, as a prohibition was placed 
on the exportation of tin to any countries other than 
the United Kingdom or British possessions. This was 
later remedied, however, by granting permission to 
ship under export permits issued by the Export Com- 
mittee of the London Board of Trade, which makes it 
possible to ship direct to United States ports. The 
price of tin at the beginning of 1915 was $663 a ton, 
compared with $778 a ton at the close of the year, 
while $825 per ton was reached enti the month of 
November. 
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SOLDERING FURNACE WITH DOUBLE 
BURNER. 








Among the Quick Meal line of tinsmiths’ torches, 
soldering furnace and firepots is the furnace shown in 
[I im the accompany- 
ing illustration, 
which has a 
double burner 
and is so con- 
structed that 
either one or 
Quick Meal Soldering Furnace both can be 
used. This feature, the manufacturers state, makes 
it suitable for all kinds of work, especially as it is 
durably built of substantial materials. Strong winds, 
it is said, will not materially affect its operation, and 
two 4-pound irons can be heated in four minutes. 
The pump is made of brass and is simple in 
construction. Together with the other regulating 
features, it is said to afford the operator easy 
and full control of it at all times. For both bench and 
outside work the Quick Meal Soldering Furnace is 
said to be well adapted, being quick and positive in 
action, powerful in heat capacity, and very durable 
in construction. It weighs 15 pounds. Special prices, 
say the manufacturers, are made to tinsmiths, and 
those desiring further particulars should address the 
Ringen Stove Company, Division of the American 
Stove Company, St. Louis, Missouri. 
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COYNE NATIONAL TRADE SCHOOLS DESIRE 
CATALOGS AND SAMPLES OF PLUMBING 
AND HEATING GOODS. 





Manufacturers’ and jobbers’ catalogs of plumbing 
and heating goods, as well as samples of materials, 
particularly cross sections of valves, closet bowls, 
bibbs, stop cocks, etc., are desired by the plumbing 
department of the Coyne National Trade Schools, 
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Chicago. This institution is said to have a splendid 
course in plumbing, having developed successful 
plumbers for the past seventeen years. A large illus- 
trated catalog which describes the various courses will 
be sent to interested parties who address the Coyne 
National Trade Schools, 33 East Illinois Street, Chi- 
cago. 


AMERICAN ARTISAN WANT AD _ BRINGS 
PLENTY OF REPLIES. 








To AMERICAN ARTISAN: 

Have secured a tinner through our want ad. We 
must say that AMERICAN ARTISAN certainly does 
bring replies. 

F. G. MAIHACK AND SONS. 

Rock Island, Illinois, November 25, 1916. 
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AMERICAN ARTISAN A GREAT HELP. 








To AMERICAN ARTISAN: 
Your excellent publication has been a great help 
to me in my work. 
GILBERT ATNIP. 
McPherson, Kansas, November 27, 1916. 





MUST KNOW HOW TO FIGURE PROFITS. 





The man who does not know how to figure profits 
for himself has no business to own a store. He should 
be laboring in a ditch where brains are not expected. 
In these days of trade papers and other sources of in- 
formation, it is inexcusable that the rudiments of 
business are not known by every business manager. 


~~ 





NOTES AND QUERIES. 


Power Washing Machines. 
From E. H. May, Bedford, Ohio. 


Kindly advise who makes power washing machines. 
Ans.—Automatic Electric Washing Machine Com- 
pany, Newton, Iowa; Maytag Company, Station F, 
Newton, Iowa; and the White Lily Manufacturing 


Compahy, Davenport, Iowa. 
Repairs for Tcrrid Sunshine Heater. 
From the Ostlund Hardware Company, 4551 North Clark 
Street, Chicago. 
Where can we get repairs for the “Torrid Sun- 


shine’ Warm Air Heater? 

Ans.—Northwestern Stove Repair Company, 654 
West Twelfth Street, Chicago, Illinois, and Brauer 
Supply Company, 316-318 North Third Street, St. 


Louis, Missouri. 
Water Heater for Warm Air Heaters. 
From the Butzloff Hardware Store, Belle Plaine, Iowa. 


Please advise who makes a water heater to put in 
a warm air heater. 

Ans.—Charles Smith Company, 57 West Lake 
Street; and F. D. Stolz Company, 1210 Webster Ave- 


nue; both of Chicago. 
Metal Forms. 
From W. C. Blackburn, Palmyra, Wisconsin. 


Who makes metal forms for concrete silo work ? 

Ans.—Monolithic Silo and Construction Company, 
Peoples Gas Building, Chicago; McCoy Silo Form 
Company, Bakewell Building, Pittsburgh, Pennsyl- 
vania; and Polk, Genung, Polk Company, Fort 
Branch, Indiana. 





Laundry Supplies. 
From E. H. May, Bedford, Ohio. 

Can you tell me where I can obtain laundry sup- 
plies ? 

Ans.—Dowst Brothers Company, 124 North Ann 
Street, and Troy Laundry Machinery Company, 23rd 
and LaSalle Streets; both of Chicago. 

Moisture Pan and Guard for Warm Air Registers. 
From the Schneider Hardware Company, Oconto, Wis- 
consin, 

We recently saw an article in AMERICAN ARTISAN 
on a moisture pan and guard for warm air registers. 
Will you kindly advise who the manufacturer is? 

Ans.—Hall Hardware Company, 137 West Wash- 
ington Street, Indianapolis, Indiana. 

Steel Wagons. 
From the Farmers’ Co-Operative Supply Company, Green- 
wood, Wisconsin. 

Please tell us who in Iowa makes all steel wagons. 

Ans.—Litchfield Manufacturing Company, Water- 


loo, Iowa. 
Spence Steam Boiler. 


From Wahler Brothers, 2553 North Halsted Street, 
Chicago. 
Can you advise who makes the “Spence” steam 
boiler ? 
Ans.—Pierce, Butler and Pierce Manufacturing 
Corporation, Syracuse, New York. 
White Lily Washing Machine. 
From Charles A. Changnon, Montpelier, Ohio. 
Will you kindly inform me who manufactures the 
‘White Lily” water motor washing machine? 
Ans.—White Lily Manufacturing Company, Daven- 
port, Iowa. 
Kerosene Lamp With Mantle. 
From Ed. Goibel, Denison, Iowa. 
Please advise who makes a kerosene lamp with a 
mantle. 
Ans.—Knight Light Company, 351 West Chicago 
Avenue, Chicago, Illinois. 
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ITEMS. 








The plant of the Bushnell Tank Works, at Bush- 
nell, Illinois, has been sold by the creditors’ commit- 
tee to the Silo Specialty Company, Cincinnati. A 
number of improvements will be made and the factory 
put into operation at once. 

The Alexander-Kramer Company, Dayton, Ohio, 
has been incorporated with a capital stock of $15,000 
to engage in metal work. The incorporators are 
Joseph Kramer, J. G. Alexander, Clara Alexander, 
Lila Kramer and A. W. Schulman. 

The Youngstown Sheet and Tube Company, 
Youngstown, Ohio, which will build three more 100- 
ton open hearth furnaces, is in the market for four- 
teen electric traveling cranes, including one 175-ton 
and two 100-ton ladle cranes, also charging and strip- 
ping machines and standard equipment. 

The Columbus Art Metal Company, Columbus, In- 
diana, has been incorporated for $100,000 by W. H. 
Alford, Indianapolis, President ; George Schauer, In- 
dianapolis, Vice-president; H. Karl Volland, Colum- 
bus, Secretary-treasurer, and M. J. Shultles, Indian- 
apolis, Superintendent. A factory will be built at 
once at Columbus. 
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1,205,026 








Cincin- 


1,204,556. Sash-Pulley. Charles B. Foote, Jr., 
nati, Ohio, assignor of one-half to Walter Macleod, Cincin- 


nati, Ohio. Filed Nov. 17, 1915. 
1,204,614. Combined Flue-Thimble and Stovepipe Fas- 
Filed 


tener. Allen Lee Thompson, Salt Lake City, Utah. 
Feb. 17, 1916. 

1,204,622. Tool-Handle. Harry E. Wallace, Redwood 
City, Cal. Filed Jan. 10, 1916. 


1,204,650. Hose-Coupling. Charles A. Claflin, Medford, 
Mass. Filed Oct. 19, 1912. 

1,204,651. Door Opener and Check. 
kintown, Pa. Filed Apr. 7, 1916. 

1,204,656. Clinker-Remover. 
Moines, Iowa. Filed Mar. 7, 1916. 

_ 1,204,667. Sash-Fastener. Leach King, Newark, N. J. 
Filed Jan. 26, 1916. 

1,204,670. Safety-Razor. 
Mo. Filed June 29, 1916. 

1,204,682. Griddle. Thomas J. Nash, Lincoln, Nebr., as- 
signor to American Aluminum Ware Company, Lincoln, Nebr. 
Filed July 28, 1914. Renewed Sept. 27, 1916. 

1,204,704. Kettle-Cover, Charles D. Scofield and George 
F. Kearney, Gorham, N. Y. Filed Sept. 20, 1915. 

_ 1,204,764. Culinary Utensil. Daniel A. Helmich, 
mingham, Ala. Filed Mar. 23, 1916. 

‘ 1,204,768. Two-in-One Level. Richard F. Hommel, San 
Francisco, Cal. Filed May 23, 1914. Renewed Aug. 30, 1916. 

__ 1,204,769. Welting. Edward Oakman Hood, Wellesley 
Hills, Mass. Filed Jan. 3, 1916. ; 

_ 1,204,773. Deflecting-Damper Arrangement for Stoves. 
Richard C. Hughes, Calamus, and John C. Zemlo, Beaver 
Dam, Wis. Filed Mar. 17, 1916. 

_ 1,204,781. Lock. Joseph Kaufman, New York, N. Y., 
assignor of one-half to Jacob Wolfson. Filed Dec. 2, 1915. 

1,204,782. Attachment for Burners. Ellsworth D. Keller- 
man, Montesano, Wash. Filed Mar. 21, 1916. 


George B. Clay, Jen- 


Edwin W. Doolittle, Des 


William FE. Lane, Kansas City, 


Bir- 


_ 1,204,848. Mop-Holder. John C. Crout, Pelion, S. C. 
Filed Aug. 14, 1916. 

_ 1,204,856. Fishing-Reel. Harris From, New York, N. Y. 
Filed July 29, 1915. 

1,204,885. Metallic Shingle. Herman W. Koerner, Wau- 


watosa, Wis. Filed Apr. 20, 1914. 
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Paolo Chillemi and Anto- 
Filed Sept. 23, 1915. 
Frank Dvorak, 


1,204,941. Washing-Machine. 
nio Raneri, Schenectady, N. Y. 

1,204,960. Magazine-Hammer. 
son, N. D. Filed Apr. 15, 1916. 

1,204,968. Hydrocarbon-Torch. 
Pa. Filed Jan. 19, 1916. 

1,204,984. Deflector for Oil-Heaters. 
nett and Thomas P. De Gafferelly, Charleston, S. C. 
Feb. 29, 1916. 

1,205,026. Frying Utensil. 
Filed Sept. 28, 1915. 

1,205,029. Toilet-Scissors. Emma Farrell Ruggles, New 
York, N. Y. Filed Dec. 18, 1915. 

1,205,043. Oil-Burner Attachment for Wood 
Stoves. Frank A. Snideman, South Haven, Mich. 
1, 1916. 

1,265,061. Door-Latch. 
Filed Apr. 12, 1916. 

1,205,064. Household Garbage-Receptacle. Horace L. 
Varian, Baltimore, Md., assignor to Ammidon & Company, a 
Partnership composed of Daniel C. Ammidon and Horace 
L. Varian, Baltimore, Md. Filed May 3, 1916. 

1,205,072. Saw-Set. Andrew B. Anderson and John L. 
Petersen, Lake Mills, Iowa. Filed Mar. 16, 1916. 

1,205,131. Stovepipe-Joint. William P. Beck, Saginaw, 
Mich. Filed Aug. 5, 1915. 

1,205,132. Stovepipe-Section. Alonzo C. Black and 
Charles Herbert Black, Des Moines, Towa; said Alonzo c, 
Black assignor of his one-half to Walker M. Black. Filed 
July 15, 1914. 

1,205,152. 
Filed Nov. 27, 1915. 

1,205,187. Safety-Razor. 
Filed Mar. 19, 1915. 

1,205,205. Clothes-Bar. 
Filed May 10, 1916. 

1,205,209. Heating-Stove. 
ing, Mich. Filed Mar. 22, 1916. 

1,205,249. Door-Locking Device. 
Amarillo, Tex. Filed Apr. 7, 1915. 


Dickin- 
Christian G. Filzer, Erie, 


Arthur W. Inabi- 
Filed 


Mary E. Rodgers, Chicago, III. 


or Coal 
Filed Mar. 
Soyd, Wis. 


Joseph J. Thull, 


Gas-Stove. August Bruebach, Chicago, III. 
Franz A. Fuller, Newark, N. J. 
Frank J. Hoag, Cortland, N. Y 

George A. Hollenbeck, Lever- 


Robert B. Newcome, 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 





FOREIGN STEEL PURCHASES CONTINUE TO 
INCREASE. 





The past week has been characterized by a renewal 
of foreign buying of steel for direct export and a 
resumption of domestic buying on a large scale. A 
considerable quantity of the material bought for ex- 
port, however, is now for the purpose of use in con- 
struction work. 

The general opinion is that about 150,000 tons have 
been purchased in this most recent buying movement 
and the allied powers have paid up to 4 cents for shell, 
bar and munition steel to be delivered in the last half 
of 1917 and the first quarter of 1918. This is the 
first time in the history of the American steel industry 
that business has been placed as much as fifteen 
months ahead, and this applies to domestic just as 
well as to foreign purchases. 

The. copper market gives every evidence that 
abnormally high prices will prevail for a long time to 
come. 


Lead is now being quoted at 71%4 cents New York 


for prompt shipment. Tin is the only one of the im- 
portant non-ferrous metals which did not show an 
advance during the week. 

Bradstreet’s review of the trade says: “Trade, in 
company with industrial operations, moves along at 
a record clip, with products of the mine, field and 
factory virtually selling themselves, whether it be steel 
or iron, provisions, dry goods or furniture. On the 
other hand, speculative markets—stock, grain and cot- 
ton—tend to lag, presumably because of calls for 
larger margins or concern about possible international 
political complications, while retail trade in winter 
goods is held in check by mild weather. 

“The most serious car shortages in the country’s 
history render it difficult to get goods to points of 
destination, and, of course, to ship outputs from cen- 
ters of production, the most severely affected lines 
being coke, coal, lumber, grain, steel and iron. Co- 
incidentally come reports of the heaviest new buying 
of cars ever experienced at any one time.” 


STEEL. 

There continues to be a steady demand for all 
classes of finished and semi-finished steel in spite of 
the abnormally high prices. Soft steel bars are quoted 
from 3.04 to 3.44 cents Chicago; structural shapes at 
3-19 cents Chicago and plates at 3.44 to 3.69 cents 
Chicago. It must be remembered, however, that these 
prices are merely nominal and that premiums as high 
as one cent a pound are being paid whenever orders 
are accepted for nearby delivery, and the recent ad- 
vances are not believed to be the last that can be 


expected, another move forward in prices on bars 
and plates being considered more than likely. 





COPPER. 

The withdrawal of practically every producer of 
copper from the market for the entire first half of 
1917 has naturally quieted business somewhat, but 
there is still a fair amount of sales being transacted 
between consumers and dealers on the Spot basis, and 
the persistent demand for nearby copper has not dis- 
appeared. Exports of copper, as reported by the 
New York Customhouse, amount to 17,563 tons for 
the month with the total exports since January I, 1916, 
of 296,301 tons. Electrolytic is reported to have been 
sold as high as 36 cents for Spot delivery New York. 
The base price of hot rolled sheet copper is 41 cents 
per pound, as quoted by the Chicago warehouses. 





TIN. 

The arrival of a considerable quantity of tin direct 
from the Straits of Malacca has tended to keep the 
market easy, and the New York quotation for prompt 
delivery of Straits of Malacca tin is 45%4 cents, the 
same as a week ago. It is generally believed that the 
British authorities are seeking to have the stocks in 
this country reduced before they issue further export 
permits. Chicago warehouses have lowered their quo- 
tations %4 cent per pound, the new prices being 50 
cents for pig tin and 51 cents for bar tin. 





LEAD. 

The lead market is decidedly firm, and although the 
leading interest still maintains its nominal quotation 
of 7 cents New York for prompt delivery, the inde- 
pendents and re-sellers are asking as high as 72 
cents, and it is generally accepted that an advance in 
price will be made in a few days. The St. Louis 
market ranges from 7.17% to 7.30 cents, as quoted 
by the independents. Chicago warehouses have ad- 
vanced their quotations 10 cents per hundred pounds 
on American pig and Bar, the new prices being re- 
spectively, $7.85 and $8.35. Sheet lead remains at 
$9.00 in full coils and $9.25 in cut coils. 





SOLDER. 

Solder prices are 14 cent lower per pound in Chi- 
cago warehouses, the new quotations being: XXX 
Guaranteed, 14 & 14, 29 cents; Commercial, 4 « %, 
27 cents; Number 1 Plumbers’, 25 cents. 





PRICES CHANGED ON REGISTERS AND 
REGISTER FACES. 
Manufacturers have advanced their quotations on 
registers, heavy round gratings, and small sizes of 
register faces, while the larger sizes of register faces 
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have been decreased in price. The new discounts on 
registers are: Japanned, bronzed and plated, 50 and 
15 percent; white porcelain enameled, 25 percent; 
solid brass or bronze metal, 20 percent; and base- 
board, 50 and 15 percent. Discounts on register 
faces are: Sizes of japanned, bronzed and plated, 
from 4x6 to 14x14, 50 and 15 percent; sizes 14x14 to 
38x42, 70 and 5 percent, this being the only decrease; 
and heavy round gratings, 50 and 15 percent. 


WIRE PRODUCTS UP $3.00 A TON. 

Instead of waiting until December Ist, manufac- 
turers of wire products advanced their quotations a 
week earlier by adding another $3.00 per ton. The 
new Chicago quotations in carload lots to dealers are, 
wire nails, 3.24 cents; plain annealed fence wire, 3.19 
cents ; plain galvanized fence wire, 3.89 cents; painted 
barb wire, 3.39 cents and galvanized barb wire, 4.09 
cents. These prices with the exception of nails and 
plain wire are the highest in the history of the busi- 
ness. 


SHEETS. 

The steel sheet market is very difficult to describe 
except in a general way, which is that prices are 
higher. Most of the mills in the Chicago district have 
withdrawn from the market and those that are willing 
to quote prices are asking unusually high figures. 
One of the prominent mills in this district is expected 
to open its books for business for the first half of 
1917 within a day or two. The demand is decidedly 
strong for galvanized sheets, due in a large measure, 
of course, to the fact that for quite a period during 
the summer very little business was done on them. 
In the Chicago market 28 gauge galvanized sheets are 
quoted from 5.69 to 6.69 cents; Io gauge blue an- 
nealed sheets from 3.69 to 4.19 cents, and 28 gauge 
black annealed sheets from 4.19 to 4.69 cents. The 
Chicago warehouses announce new prices as follows: 
Smooth sheet steel, 25 cents higher per hundred 
pounds, Number 28 being quoted at $5.15; polished 
sheet steel, 25 cents higher, Number 28 being quoted 
at $6.05; galvanized sheets, 50 cents higher, Number 
28 being held at $6.50. 

TIN PLATE. 

While nominally speaking, there is no change in 
the tin plate market, the facts are that quotations 
have been made on large export inquiries running up 
as high as $9.00 a base box. For the domestic trade, the 
nominal quotations are $7.00 to $8.00 per base box 
with the largest manufacturers out of the market for 
the first half of 1917. The Chicago warehouses have 
advanced their prices on coke plates $1.00, the new 
quotations being based on $15.50 for 216 pounds, 
IC 20x28. 


OLD METALS. 

The old metal market is quite excited with the 
demand for material growing more insistent. Whole- 
sale dealers report buying quotations as follows: Old 
steel axles, $37.50 to $38.00; old iron axles, $34.50 
to $35.00; steel springs, $23.50 to $24.00; Number 1 
wrought iron, $22.00 to $23.50; Number 1 cast iron, 


$15.00 to $16.00 for net tons. Prices for nonferrous 
metals are as follows per pound: Light copper, 24 
cents; light brass, 1214\ cents; lead, 614 cents; zinc 
scrap, 8% cents; aluminum, 30 cents. 


SPELTER. 

There is an unusually heavy export demand for 
spelter and this furnishes the predominant feature 
of the market. The prices are firm with Prime West- 
ern brands being held in St. Louis at 13 to 13.25 cents 
per pound and New York quotations at 13.17% to 
13.424%4 cents. The Chicago warehouses have ad- 
vanced their quotations 34 of a cent per pound, the 
new price being 14% cents. Sheet zinc is $3.25 higher, 
the new quotations being $22.00 in cask lots and 
$22.50 to $23.00 in less than cask lots. 

PIG IRON. 

Inquiry for last half of 1917 pig iron has become 
more general and is increasing every day. Prices 
keep advancing without the slightest effect in stopping 
the large buying movement which is now in progress. 
The most remarkable feature about the present 
market is the fact that nearly everything that is being 
sold is for delivery over the last half of 1917, al- 
though usually it is only bought for delivery six 
months ahead. In the Chicago district, Northern 
Number 2 Foundry and Malleable grades run from 
$27.00 to $28.00 with Lake Superior charcoal at 
$28.25 to $29.25. In the Pittsburgh district there is 
a heavy inquiry for both Bessemer and Basic iron and 
it is reported that a total of 40,000 tons of the latter 
was sold during the week at $30.00 Valley with some 
sales at $31.00. Bessemer is now being held at $35.00 
Valley. Birmingham reports Southern Number 2 
l‘oundry for first half of 1917 at $23.00, with second 
half at $21.00. All these prices are expected to be 
further advanced momentarily. The extraordinary 
demand for all grades of pig iron shows no cessation. 
The general market evidences continual strength, so 
much so, that no one would be surprised if prices 
made further gains. 





Rogers, Brown & Company’s Market Report, Cin- 
cinnati, Ohio, December 1, 1916: 

The heavy demand for Pig Iron is no respecter of ad- 
vancing prices, nor holidays, for while the conditions locally 
are perhaps somewhat quieter than at other times during the 
month, the demand throughout the country continues ex- 
tremely heavy. 

The East is particularly strong, and consumers in that 
district are combing Southern Ohio, Virginia and the South, 
for Pig Iron to be delivered during 1917, and some are 
showing an interest in delivery during the first half of 1918. 

Northern Ohio buyers, finding the furnaces ordinarily 
supplying them withdrawing from the market, are also be- 
coming anxious and casting about for Iron. 

All of this has a decided influence on the Cincinnati 
market, for it is filling the Furnace Companies’ books with 
business which is not ordinarily considered to be available to 
them, and is quite likely to bring about a shortage. 

Prices continue to mount, and it is surprising to note 
how antique prices of a few weeks ago now appear. On 
November Ist Southern Ohio Iron was being offered at 
from $2226 to $23.26, and Southern Number 2 at from 
$18.90 to $19.40, delivered Cincinnati. At present there is 
not much Iron to be had at $29.26 for Southern Ohio Num- 
ber 2, and $23.90 to $26.90 delivered Cincinnati. 

While there is little change in the Coke situation, con- 
ditions appear somewhat more encouraging, although the 
demand continues in excess of the ability of the producers 
to supply fuel. 
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Current Hardware and Metal Prices. 
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paeren niaiananetint- Western Hardware and Metal prices corrected weekly. 
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pay. No. 3- escereeee $37 so Cut coils........ per 1001bs. 925) BE onney’s—tlist $30.00...... 75 & 5% | No. o. 50 Imp. Dover......... $0 75 
aM. coceseen 26 50 ALUMINUM oe OS eee 36 was oa iso ts —-- 1 = 
omg 2006000000 + a Carload lots. co + Heavy hotel e.. 2 10 
Pa, No. 3......°°"" 25 50 | No.1 Pure Ingot...... perlb. $0 60 | post Hole. ia s «© a oe 
° oe } . a“ ee 
aaaercnee 700 | Sheets......++--00+++- Digwell, 8-inch.......perdoz.1250| No. 18 “ “ 450 
c6bbGbbd0ns000000008 26 00 TIN Iwan’s Post Hole and Well... 40% | 
i Vaughan’s, 4 to 9-in...per doz. 8 00) 
FIRST QUALITY BRIGHT ee > heevewbeneseser perlb. 50c BELLOWS 
OPER, cccccccesecoce ig | ° 
TIN PLATES. Ship. NEE oo os vcctcccsccceveed 65% 
Per Box HARDWARE. eg with or without screw.. te Hand. 
On 5; ea $8 8s ™ itis _-eeeaebbteetee: wr 55 
SSS) S00 0es 00008 10 00 NEN Seen qees 
BE. Bee ocnscccocccscees 11 00 | Carpenters, AWLS. | Moulders' 
IXXXX 14220 ia betee- < 12 70 PRD, 5a 0000000000004 q008000 Brad. |. WRN Sassedebeaass - 12 60 
re ee “0 1C ‘ No. 3 Handled....... per doz. $0 45 | 
EUs entnessowsneree 17 70 oopers. 
IX REISS 2000! Barton's 15 a. rand ae. eae 95 | 
PE, BB STI. -eeeeeeeereenente: | Ri aevemsesioemepepe-- = an PR ee 
ERERE SAB. 05050050505 .0cckD OO | ee ~ Patent asst'd, 1 to4.. | 3-inch Nickeled!Rotary Bell, 
— AMMUNITI ON. veeeee35% Bronzed base...... per doz. $5 00 
COKE PLATES. Conn; Somiin~aer't 000 Harness. | Cow. 
Cokes, 180 Ibs....... 20x28 $15 00 4 COOMBES 6655500060 = DO) CREM NSEINOs 6 sete yess bcdanse 60% 
Cokes, 200 Ibe ae ese ™ 20x28 15 20 a ¥ ene : re . ‘ “ ~ parees 4 Patent..c..sccsccece < PO) PEN nes sos cine as eines 65&10% 
okes, 216 Ibs....... x 1 oe 
oa de 1X 20228 17 35 " DERE 5 5 wieb cd cunsdecceseweess 75 — i ian oe 
hells, Loaded— arture Automatic. 
Loaded with Black Powder...... 7 Shouldered.......... 150| Rotary. 
. me ANNEALED ge Loaded with Smokeless Powder ss pail 65] 3 -in. Old Copper Bell... 4 00 
Diethesivetssceus per 100 Ibs. $4 00 medium grades........... 5 -in oper e ancy. 6 00 
DEES ckesvckcete per 100lbs. 405 | Loaded wit eas Powder, | 3 -in. Nickeled Steel Bell. 4 50 
No. SpE per 100 lbs. 4 i0 high grade...........s00005 0% ~——. sein ——— 3}-in. Nickeled Steel Bell... 5 00 
ere per 100 lbs. 4 20 Winchester: . ne sas No. Is, socket han'id: . . 1 25 | Hand. 
ONE PASS COLD ROLLED BLACK | Smokeless Leader Grade... 308 i enc care Oe” | a... 
No. 18-20.......... per 100 Ibs. $4 40 a Powder... .+++++++0e. | Nickel Plated.. 122217251221." 30% 
No. 22-24.....:....per 100 lbs. 4 45|U.M.C. AXES. 2  eoRepiepaaae 40&33 
No. 26.. .-.-per 100 Ibs. 4 50 Nitro ae weeeccee.15&5% | Boy's Handled. | Silver MOE 6 ics55 cocexeeene 331% 
No. = eeeeee per to — : 4  - ee onseewerconccoee ng pepnoets, 2 ©. tee oz. $6 00 | Miscellaneous. 
o BBcece sate aden 5 | oS ae. o| stan See ee ‘ 6 50 | Church and School, steel alloy... .50% 
GALVAN 
| : | Broad. \Farm, lbs... 40 50 75 100 
BORO onssceuesee* per 1001bs. $5 75 | Gun Wads—per 1000 aa 
“ere lap per 1001bs. 5 90 | Winchester 7-8 gauge......... $2 05 | Plumbs, ony deg : : ea 32 mee ee $190 240 355 475 
$0.22 28. ove seoee per 1001bs. 6 05 is fe | yoni cereres : Z| “  Firemen’s (handled), BEVELS, TEE 
SE ccscuskas dee per 100lbs. 6 20 ee eee ee Each. Plumbs Miners’ (han ae eet 9 3 | Oreste’ s, rosewood handle, new 
ee per 1001 bs. 6 35 DuPont's Sporting, ¥-4 Lpeae $10 25 a ees eS ce GS Peres SEN Ks ne nae a ets 
MD aR cossossuents per 1001bs. 6 50 “ — ree? : 4 ‘stanley’ s iron handle............ Nets 
DIG: BOs ssssenasucns per 1001bs. 690) DuPont's Canisters, iD... :. 46 | Single Bitted (handled). 
ee 26| Warren Silver Steel.......... $10 50 | BINDING, OILCLOTH 
Smokeless drums... 26 10| Warren Blue Finished........ 10 50 4 70 
POLISHED SHEET STEEL 2 “ a is r 4 pone Site, iy eerie 9 00 00 | . ieee vieaveteas ses ceeaes ‘cok o% 
* } erfect Premier, Fores ipper 8 50 | BIasSS.........seeeeeeeeeeeees 
eZ *  10-candrum 5 40 | Brass, plated. .......sccccceeees 75% 
NO 26. winccceccseces per 1001bs.$5 75 “ “ 7 
“tpi per 1001bs. 5 85 ‘ - sm. 3o . | BITS. 
_"S\-) Seer « per 1001bs. 5 95 | L. &R. Orange, Extra Sporting | Single Bitted (without handles). | Auger. 
Me Dec sncivcbsusen per 100lbs. 6 05 co ee ee: $10 25 Warren Silver Steel......... #9 00 Extra Double Spur.........70&10% 
L. & : i Extra Sporting ane oe Finished....... ’ 4 hee - and Machine... 40810% 
lL. an ‘Sra Fae aaa iia hes his | WRN TOOT a cveccccccestse ord’s Ship.......ssseeeeeeees a 
nge, Extra Sporti Rare eee 50 
SMOOTH SHEET STEEL. = || keg 0-0 a. ne 2 85 | | Russell Jenning’s.\......... 30810% 
Per 100 Ibs. | LS ae eee | Double Bitted (without handles). ark’s Expansive............. 
lb. | Re | | " , 25 
Wood's Smooth Mir 80 55558558 $4 90 L.&R. Orange, Extra Sporting *) | Blood’s Champion, 3} to 4} Ib . Steer’s > toa list $2 = : 25% 
No. 22-24 . . 495 iL 3-lb. canisters . gti 26 | aatereeasesssete>*s eat tae 12 S| SOMONE in cu cow sev eenouaee 50% 
“ “ No. 25-26 .....- 5 00 | L.&R. bag + alata | Perfect ete oy 12 50| — s Ship ; —_ pattern oo 
« os ee 5 05 ae “E. C."" and “‘I’nfallible” | The neg sate ng of 3 to 4 lbs. | oc cccevcee : 
sg as Pi Givccksaces 535) | ORs psc nc acnsesuesn are the base CF iio dss etesarnsvesecsses< 15% 
“ ” “s Ln | 34 to 44 Ibs. advance 25c. 
| — “t + , aig m , “ee : ? to : a —— ~ Countersink. 
‘Hercules “B.C. and" ‘Infallible’’ | 44 to S$ Ibs. advance 75c doz. $1 80 
PATENT PLANISHED SHEET, | es TORE 5| ae a 
IRON | Hercu i <. ” ial Infallible’’ Asnerican Snailhead... “ 110 
ve eee } De 
Patent Planished Sheet Iron, | Hercules “E. & ” ‘and: ‘Infallible”’ a BAGS, ge ages s — 1 Weseatias ; “4 
I cktevitnteswasens $10 15 ‘Hered "E. CPE ‘infalibte : | Per 1,000... “$2 50 375 450 500 Mahew’ 8 ee neeee _ ae 
WINNS ioe ee ooe seca Por hieathey bat, => outa’ 2. +6. Me noe eet  e Y 
Hercul (> 
SOLDER. eseules WA. 30a Rie,” $1 25 | Dowel 
XXX Guaranteed $ & 4. -perlb. 29c | | Hercules Lightning Rifle, se | BALANCES, SPRING. Russell Jennings..........- 30&10% 
a 1 | 
age — ert Bessesne 1 4, | Hercules Sharpshoster ‘Rife, vl NPMBERD sos kcchsesyccceseeeron 20% | Gimlet. 
ete a rr ae 1 | Standard Double Cut.......... 409 
| Hercules Unique Rifle, canisters 1 50 | SS ey doz. $0 60 
SPELTER. | Hercules Bullseye Revolver, BARS, CROW. | Germae......2+000+- 4 4 
BN iaktevsdastenes bieanee 144¢ | Shot. | Pinch or Wedge Point, per cwt.. $400 § — 15% 
Dee Sst, devs pair a than as sa ountersink......... i 1 30 
ags, per 
SHEET ZINC. | Drop shot, B and larger sizes, ss iiaaiiiies | ‘Ream. 
EE $22 00| Buck shot, 25.Ps, bags, pez bag 2 95 | Clothes. Sr 3 00 
Less than Cask lots. .$22 50 to $23 00 | ed vane) > bags, eo Smal Wilpw ioannwed per doz. +4 00 00 | American Octagon... “ 1 75 
‘Trenton, 70to 80lbs......9%¢perlb | Large “ ........ “ 13 00 | 
COPPER. Trenton, 81 to 150 Ibs......9$c ser Ib | | Screw Driver. 
ASBESTOS. Galvanized Irom. }bu. 1bu. 1¢bU) 7 Common...... “ 
Copper sheet; base..ccccssccccce 1c! | Board and Paper.-....... $3 00 Cwt POP GOS. 2 2cccce $5 50 8 00 11 00 | No. 1 Triumph.....- % 1 25 
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